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Graham’s Tractor 
A New One on Me 
Cars of Tomorrow 
Cadillac Climbs 
Yesterday’s Embers 


ser 
By 


Chris Sinsabaugh 


NYWAY, automobiles and 

tractors, like Judy O’Grady 
and the colonel’s lady, are sisters 
under the skin, 
it being perfect- 
ly kosher to re- 
fer to these 
vehicles as 
feminine — we 
always refer to 
the car as “she.” 
Which makes it 
understandable 
why an automo- 
bile maker like 
Graham - Paige 
should enter 
into an alliance 
with a powerful corporation like 
Sears-Roebuck to sell what Gra- 
ham produces 
ley farm tractor, 
formally unveiled and _ initially 
demonstrated on the Graham 
farms at Washington, Ind., on 
Tuesday and Wednesday of this 
week. 


& 
Robert Graham 
which was 


’ 
a Eg 
AS I SEE IT, this new enter- 
prise of Joseph and _ Robert 
rraham will give them a diversi- 
ation of prod- 
ict in line with 
hat other auto- 
mobile manufac- 
uring companies 
are doing. This 
way all the eggs 
are not in one 
basket. The Gra- 
hams are manu- 
facturing the 
tractor, which is 
TY wered with the 
1 - established 
ham engine, 
i a few changes to meet trac- 
needs, while the big mail- 
« der house, through its many out- 
sets, will sell the product—a 
“natural” in any man’s league. It 
S calculated that there is a mar- 
,xet of from 5,000 to 10,000 units in 
he next year, which should bring 
‘many shekels into the Graham 
offers. 


ve 


J.B. Graham 


v 


| 
| 


* * * 


» THE GRAHAMS always have 
jeen tractor-minded—it runs in 
i™ the blood. History tells me that 
in the Gay Nineties the father of 
the Graham brothers manufac- 
tured a trailer; in 1917 the Graham 
brothers brought out one and re- 
peated with a third model 
1927. Now, 10 years later, 
fourth of the dynasty comes into 
lmthe picture with all the earmarks 
of being the answer to the farm- 
er’s prayer. 


| 


2 * * 


IN ALL MY previewing ex- 
perience, this was my first public 
Appearance at a tractor demon- 
tration, so perhaps I do not speak 

th the voice of authority but 

(Continued on Page 8, Col. 4) 


the Graham-Brad- | 


in | 
the } 


Turner 


New License Law 
Discussion Brings 
Record Turnout 


Factory Officials Outline 
Programs for Better 
Dealer Relations 

WASHINGTON, Pa. 





‘Senate Bill 815 regulating 


‘the licensing of dealers and 
lsalesmen and controlling allow- 
lances for used car trade-ins, 
| passed by the recent legislature, 
and signed July 1 by Gov. George 
| H. Earle, took place during the 
|two-day session ending Tuesday 
|of the 17th annual convention of 
the Pennsylvania Automotive 


| Assn. in the George Washington | 


ae Income Groups Offer 


Dealer Best Car Market 


| Hotel. 

Other legislation pertaining to 
the automobile industry and 
changes in the motor vehicle code 
were the topic of much 
sion during the convention, the 
most successful in the history of 
the organization. 

More than 1,050 dealers of the 
association’s 1,500 members at- 
tended. About 100 dealers from 
Virginia, West Virginia, Ohio, 
New York and New Jersey, as 
well as many NADA officials 
were attracted to the convention, 
mainly because of the interest in 
the act controlling used car prac- 
tices. Guy Woodward, Wash. 
Dodge dealer, chairman of the 
| committee acting as host, said he 
| planned for “500 or 600.” 
| Elmer Turner, Greensburg, 
| Packard dealer, was elected pres- 
ident succeeding Al W. Golden, 
| (Continued on Page 2, Col. 3) 


| Chevrolet yom 
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DETROIT.—To meet the rapid- 
ly growing demand for commer- 
|cial cars of varied 


|truck models, designed to fit in 


and 1%-ton trucks. They 
known as the 
| ton model, respectively. 


The two new chassis designed 


ical 
| performance, 


as a whole. Greater load capacity 
than that of the half-ton 
| achieved in the new models with- 


omy of operation. 

The new %-ton truck has a 
wheelbase of 122% inches, a pay- | 
load capacity of 1,500 pounds, and | 





gross allowable weight of 5,200 
(Continued on Page 3, Col. 3) 


Chisel oie 


(UTPS).—A thorough dis-| 
‘cussion and explanation of | 


discus- | 


Two New Models | 
To Truck Line} 


capacities, | 
Chevrolet has announced two new | 


| between the company’s half-ton | 
are 


%-ton and the one- | 


| for the %-ton and one-ton models | 
incorporate many of the mechan- | 
features responsible for the} 
economy and dur-| 
| ability of the Chevrolet truck line | 


is | 


out appreciable sacrifice in econ- ||; 





Elected 





left te right: 





|}are Guild executives. 


DETROIT.—Automobile dealers 
throughout the country are being 


advised by the National Automo- | 
par- | 
ticular attention to, and cultivate | 
as prospective purchasers of auto- | 


bile Dealers’ Assn. to pay 


mobiles, the income group earn- 
ing from $20 to $30 a week. 

“A recent survey disclosed that 
most automobiles are owned 
Americans earning less than $30 


a week,” NADA states. “Ten mil- | 


lion car owners never bought a 
new car, and as increased 
mobile buying will soon result in 
a total of some 30,000,000 cars 
operating on the roads of this 
country, the low income group as- 
sumes a most important part of 
'the automobile dealer’s business. 

“In the last three years close to 
| 3,000,000 families having annual 
incomes of $1,500 a year or less 
| have been added to the ranks of 
motorists in the United States, but 
| they are not to any large extent 





ri 
rhe Top Ten 
PASSENGER CARS 
First Ten in Registrations 
as Reported in ADN Today. 
1937 1936 
Pos. Pos. 
1—427,532 354,717— 
2—358,280 452,212— 
3—226,295 219,974— 3 
4—124,371 109,976— 4 
5— 98,669 77,068— 6 
6— 90,566 92,270— 5 
7— 87,554 69,631— 7 
8— 49,820 Pack. 24,584—11 
9— 45,305 Hud.* 46,973— 8 
10— 40,762 Chrys. 26,109—10 


* Includes Terraplane. 


Total All Makes 
1,718,425 1,574,954 


Make 
Ford 
Chev. 
Plym. 
Ddge. 
Pont. 
Olds. 
Buick 


2 
1 


by | 


auto- | 


INSPECTING MODEL EXHIBIT of original motor car models 
submitted in the Fisher Body Craftsman’s Guild competition are, 
Harley J. Earle, direetor of the GM_ styling section; 
William A. Fisher, GM vice-president; and William S. McLean. All 


| purchasers of new automobiles. 

“According to the U. S. depart- 
ment of commerce, one-third of 
all car owners have a weekly in- 
come of less than $20, 60 per cent 
3, Col. 


(Continued on Page 1) 


‘Graham Enters 
Tractor Field: to 


. € ~ o 
Build 25 Daily 
WASHINGTON, Ind.—Before a 
crowd of more than 200 practical 
farmers, deans of agriculture from 
midwest universities, newspaper 


men, engineers, and top executives | 


from Sears, Roebuck, 
|ham-Paige, the new Graham 
|Bradley tractor was previewed 
here Tuesday and Wednesday at 
|the Graham farms. 

| ‘The celebration marked the en- 
jtrance of Graham-Paige Motors 
|Corp. into the farm tractor field, 
through a marketing arrange- 
|ment with Sears stores. 

| Robert C. Graham, executive 
| vice-president of the automobile 
|company, said that initial produc- 
}tion of 250 machines will be ab- 
sorbed immediately in seven cen- 


tral states, and that a daily pro- 
| duction 


of 25 units has been 
scheduled on a separate assembly 


jline at the automobile factory in 


Detroit. It will be some time, he 
said, before production can be 
stepped up sufficiently to enlarge 
the territory, but eventually it is 
planned to offer the 
Bradley tractors throughout the 
entire national network of Sears 


|retail outlets. Graham will make 


independent arrangements for the 





| sale 
| where Sears has no stores, he said. 


of the tractors in points 


The model has been engineered 


and Gra-| 


Graham | 





See Total Registrations to Date, 1937- 
1936, pages 16 and 17 this issue. 


| to handle the various farm imple- 
{ments manufactured by the David 


t (Continued on Page 3, Col. 3) 





Cars Sales Up 5% 
From 1936; Trucks 


Show 8% Increase 


5,200,000 Goal for 1937 
Seen Possible Should 
Current Rate Hold 


By WILLIAM C. CALLAHAN 


DETROIT. — With early 
|reports on June, new pas- 
senger car registrations in- 
dieating a total of 325,000 


}units the count for the first 
|}six months of this year rises to 
| 1,956,120 against 1,853,081 in the 
same period last year. This is an 
|increase of approximately 5 per 
cent which is a remarkable show- 
ling in view of the difficulties 
| which beset major producers since 
| the start of the year. 

|. Commercial car sales for the 
| first half are likely to show a total 
|of approximately 343,000 against 
319,000 last year. This is a gain of 
8 per cent.This gives the industry 
a combined registration of new 
passenger cars and trucks of 2,- 
299,576, against 2,172,136 last year, 
which makes it seem possible that 
the production goal of 5,200,000 
will be reached since the registra- 
tion figures do not take into ac- 
count Canadian and export con- 
sumption. 





This estimate is predicted on the 
continuation of the present ratio 
of 1937 sales to 1936 sales during 
the last half of the year. That 
this will hold true is problemati- 
cal. Some observers feel that the 
retarding effect of labor discord 
in this and other industries may 
result in a slight recession during 
|the second half bringing sales to 
about the same levels as obtained 
in the second half last year. 

Production meanwhile 
maintained at a steady pace but 
below the levels of June. Shut- 
|down by the Ford Motor Co. this 
|} week-end will cut the total next 
week to approximately 90,000 
|units, but most other plants are 
(Continued on Page 8, Col. 5) 


being 


is 


Used Car Sales 
Are 164.1 To of 
New Car Total 


CHICAGO. — The expanding 
| market in used cars by compari- 
son with new automobiles sold is 
vividly portrayed statistically in 
the current issue of Time-Sales 
| Financing, official publication of 
the National Assn. of Sales 
Finance Companies, which ana- 
|lyzes the trend during the past 
18 years. 

The survey groups both pas- 
|} Senger cars and trucks. It shows 
that whereas used vehicle sales 
were 58.7 per cent of new in 1919, 
they have climbed steadily since 
then until in 1936 the number of 
used vehicles sold in the United 
States amounted to 164.1 per cent 
of the number of new vehicles. 
“(Continued on Page 13, Col. 1) 
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Pennsylvania Dealers Convene 


SNAPPED AT THE PENNSYLVANIA Automotive Assn. conven- 
tion at Washington, Pa., this week are: TOP: Elmer Turner, veteran 
Packard dealer, Greensburg, new president, and A. W. Golden, retiring 
president, Pontiac-Cadillac, Reading. SECOND: Russ Keller, York, 
De Soto; Chas. L. Day, past president, Pittsburgh, Willys and Marvin 
Ross, Oil City, Penn Rubber and Supply Co. The fourth man uniden- 
tified. THIRD: Clint Bishop, Bishop, McCormick and Bishop, Brook- 
lyn, N. Y., Dodge; Gen. Edward Martin, ex-state treasurer, Wash- 
ington, Pa.; Mayor Rowland, Senator Bernard McGinnis, Allegheny 
Co. FOURTH: R. A. Erwin, Philadelphia, Chevrolet; Carl Cheesman, 
Butler; W. H. Brearley, Ardmore, counsel, and E. R. William, Clear- 
field. FIFTH: Ellis Travers, Ruthrauff and Ryan, Dodge advertising 
counsels, Detroit; Guy B. Woodward, Washington, Pa. Dodge; A. 
vanDerZee, Dodge sales manager; Clint Bishop, Bishop, McCormick 
and Bishop, Brooklyn, N. Y., Dodge. SIXTH: Henry Eierman, Pitts- 
burgh, Cadillac-LaSalle, and R. H. Grant, GM vice-president. 


Factory Leaders 
| See Management 
As Real Solution 


(Continued from Page 1) 


Reading, Pontiac-Cadillac dealer, 
who was chosen vice-president. 
Practically no opposition to 
| Sonate Bill 815 was expressed by 
that the bill 


ers firmly believing 





|almost unanimously 


| members of the association, deal- | 


will work out satisfactorily. They | 
agreed that | 


|the new law would bring the de-| 


out 
put it, 


sired results, cut 
and as one dealer 
the gyp dealer.” ‘ 
However, A. vanDerZee, one of 


|eral sales manager of the Dodge 
division of the Chrysler 
Detroit, strenuously opposed the 
regulatory law, and R. H. Grant, 
| vice-president, General Motors 
Corp., did not favor the act in 
his talk. 

VanDerZee said one of the 
problems is the “so-called used 
car problem,” and is considered 
as such because “there are hardly 
two dealers whose problems are 
identical” and “there are not two 
factories whose problems are 
exactly alike. Therefore there is 
probably no opportunity to draft 
one set of rules that will apply, 
and will really work to the ben- 
efit of all concerned. 


“It becomes more important 
than ever before that the auto- 
mobile dealers and automobile 
manufacturers be good sound 
progressive business men,” he 
added, “for there will be con- 
stantly greater necessity for good 
business management and for 
closer attention to business on 
the part of all of us.” 

Dealers were urged by vanDer- 
Zee to work ‘constantly to prove 
they can run their own business, 
remarking that “it is right here, 
it seems to me, that dealer asso- 
ciations can find their field of 
great usefulness.” He warned, 
however, that some associations 
create an erroneous impression 
by saying “everyone is broke or 
going broke,” which he said was 
untrue. 

“Our records indicate,” van- 
DerZee disclosed, “that over 80 
| per cent of the Dodge dealer or- 
| ganizations make money. They 
make a very substantial return 
|} on their invested capital, and on 
their efforts and ability. The rest, 
to be perfectly plain about it, 
need to learn more about manag- 
|ing and operating a business 
| need to learn more about serving 
the public will. We are working 
with these two to the best of our 
ability.” 

The speaker then went on to 
say that a dealer association can 
| be a worthwhile force by furnish- 
|ing information of a constructive 
|} and helpfu! nature to its mem- 
bers and watching for proposed 
unsound legislation. 
| “The automobile business is 
|}one of the greatest examples of 
| free enterprise, and is one of the 
|greatest public servants that has 
;}ever existed,” vanDerZee _re- 
| marked. “The automobile dealer 
| body is one of the greatest retail 
|} selling and service organizations 
in existence. To shackle the fur- 
ther development of such a busi- 
ness by controls of all kinds 
|should be unthinkable to any 
business man. Your independence 
as business men is immensely 
more important than the fact 
that such independence makes it 
necessary for you to compete 
with other independent business 
men. That very competitive prin- 
ciple is one of the foundation 
stones of your independence as 
an American citizen.” 

In concluding vanDerZee stat- 
ed: “We are working in coopera- 
tion with our dealers to stamp 
out new car bootlegging; to 
eliminate the packing of finance 
charges; to eliminate misrepre- 
sentation; to develop merchan- 

(Continued on Page 14, Col. 1) 











Corp.., | 


chiseling, | 
“hurt | 


| the chief speakers, who is gen-| 





‘Payless Tax Army’ 
Gets New Recruits 

WASHINGTON. — Rein- 
forcements numbering 
more than 3,700 men have 
been added to the army of 
100,009 men now in payless 
services of federal and state 
governments as gasoline 
tax collectors, recent cen- 
sus figures reveal. 

The new 3,700-man con- 
tngent consists of propri- 
etors and employes of tour- 
ist camps which sell gaso- 
line and oil as a sideline. 
he main army, 400,000 
strong, is made up of 

operators. 





erv.ce station 


Boston Dealers 
To Form Central 
Legislative Body 


BOSTON.—Fred <A. Ordway, 
president of the Boston Automo- 
bile Dealers Assn. will call a 
meeting shortly of men identified 
with the automotive industry in 
Boston to form a central legisla- 
tive council to protect motor in- 
terests, he has announced. 


There will be two delegates 
named by the car dealers, truck 
branch managers, tire dealers, oil 
groups, accessory groups, jobbers, 
owners associations, Automotive 
Boosters Club, S.A.E., etc., Ord- 
way said. 


These delegates will discuss all 
bills filed in the legislature and 
then vote to approve or protest 
them. The plan is to have a sur- 
vey made showing the amount of 
money each group has invested 
in the business through taxes, 
rentals, wages paid, employe to- 
tals and other facts to show 
legislators that the Council repre- 
sents millions in revenue to the 
state. And as such it will expect 





co-operation in legislation. The 
council will not employ lobbyists, 
but its officers and members will 
go personally to the hearings on 
legislative bills. 


Rindadishes ——_— 
Added Expansion 


SOUTH BEND.—An expansion 
program throughout the Stude- 
baker Corp.’s parts division was | 
announced here this week by| 
Geo. D. Keller, vice-president in 
charge of sales. 

Establishment of a new parts 
depot at Denver, Colo., July 1 
was the first step in the new 


plans which call for the addition | 


of outlets throughout the country 
to supplement the present 16 dis- 
tributing centers. 
“Although we are now 
position to give overnight service 
to any section of the 


months indicates 
expansion of the 
is necessary for 
the continuance of immediate 
and efficient parts service to 
Studebaker owners,” Keller said. 
The depot which was opened 
July 1, is managed by James A. 
Lee, and makes a total of 16 


during recent 
that further 
parts facilities 


in a/| 
| semi-annual 
United | 
States, the sales volume reached | 





Studebaker parts outlets now 
operating under the supervision 
of E. C. Mendler, manager of the 
Studebaker parts and accessory 
division. 


U. S. Czech Sales 

WASHINGTON.—Of the 79,688 
automobiles registered in Czechoslo- 
vakia 6.2 per cent are of American 
origin, while 18.1 per cent of 25,224 
trucks and 6.2 per cent of 8,127 
buses were manufactured in the 
United States, according to advices 


received by the commerce depart- 
ment. 





Penna. Dealers Discuss New Licensing Regulation 


Macauley Sees 
Car Price Rise 
As Costs Result 


RYE BEACH, N. H.—Alvan 
Macauley, president of the Pack- 
ard Motor Car Co. and the Auto- 
motive Manufacturers Assn., pre- 
dicted a substantial increase in 
the prices of automobiles as a 
result of increased costs, while 
visiting here with Ex-Governor 
Alvan T. Fuller, Packard distri>- 
utor in Boston. 


“Automobile prices naturally 


must advance in the near future 


because of the increase of over- 
head, including wages; that alone 


| will have an annual aggregate of 


$100,000,000,” said Macauley. “For 
years the automotive industry has 
operated not on a large margin 
of profit on individual cars but 
rather on a small percentage 


|spread over a large production.” 


He predicted a substantial fall- 
ing off in production for later 
months as a result of the higher 
prices “strictly dictated by in- 
creased material and labor costs.” 
He added that “it is absolutely 
out of the question to increase 
prices without a decrease in vol- 
ume sales.” 


50,000th °37 Car 
Is Produced at 
GM Calif. Plant 


*LOS ANGELES.—The 50,000th 
car of 1937 model production as- 
sembled at the Southern Cali- 
fornia division of General Motors 
Corp. has rolled off the assembly 
lines at the South Gate plant, it 
has been announced by R. J. 
Wilkins, general manager. 


Production of the 1937 models 
at the plant, which assembles 
cars of the Buick, Oldsmobile 
and Pontiac lines for the Pacific 
coast market, started on Oct. 1, 
1936, with the 50,000th unit com- 
ing off the line on July 2, 1937. 
No ceremonies attended the pro- 
duction of the 50,000th automobile, 


The Southern California divi- 
sion plant is operating two shifts 
of workers, five days each week. 
The average weekly employment 
at the plant has been approxi- 
mately 3,000 workers, following 
full production which commenced 
shortly after the first 1937 models 
went into production. 


Peak payroll figures, according 
to Wilkins, have been about 
$250,000 per month. 


Ford Men to Get 
$400,000 Interest 


DEARBORN, Mich. — Approxi- 
mately $400,000 will be paid to 
20,000 Ford employes within the 
next few days, representing their 
returns on savings 
in the Ford investment plan, it 
was announced this week by Ford 
officials. 

The checks will arrive on the 
eve of the annual Ford two- 
weeks vacation period, which be- 
gins July 15. 


The employes’ savings total 
and the volume of payments are 
the largest since 1932, the savings 
aggregating $13,300,000 on July 1. 
Both savings and returns in- 
creased by approximately 20 per 
cent during the last year. 


Under the Ford investment 
plan, which has been in operation 
since 1920, employes are permitted 
to pay into the investment plan 
fund as savings up to one-third 
of their salaries or wages. 

Returns are paid semi-annually 
at a rate guaranteed to be not 
less than four and one-half per 
cent annually. Usually the rate 
is considerably higher. The pres- 
ent rate of returns is seven per 
cent annually. 





Dealers Urged to ‘Cultivate’ Low-Income Groups 
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Two-Thirds of Car Owners 
Earn Less Than $1,500 


(Continued from Page 1) 


have a weekly income of less than 
$30, and 90 per cent have a week- 
ly income of less than $60. 

“The used car buyer in past 
years has been a customer not 
fully appreciated by the automo- 
tive industry, but more and more 
he is becoming vitally important 
to the trade and should be treated 
accordingly. Without him new 
car sales would be stymied. The 
ratio of used cars sold for each 


sale of a new car is approximately 


two to one. 


“In the past it has been the 


custom and feeling of dealers to} 


consider their status as one of 


new car selling—the used car de- | 


partment being somewhat of an 
orphan and necessary evil. Now, 


however, the good dealer realizes | 
that he is in the used car busi-| 
ness, that the used car buyer is| 
necessary to his new car sales, | 


and that he is a potential future 
new car buyer. 

“With used car stocks rising to 
an alarming proportion, the need 
of cultivating the low income 
buyer is becoming more and more 
apparent. Commodity prices are 


still rising and dealers have been | 


hopeful that present used car 
prices would continue, but should 


Weaver Wins 
N. J. Equipment 
Sales Approval 


TRENTON, N. J.—State Finance | 


Commissioner Lamb, it was an- 
nounced here today, has approved 


the $188,000 state contract with | 
| tact work for the Ford Motor Co. 


Weaver Mfg. Co. for supplying 
testing equipment to be used by 
the state motor vehicle depart- 
ment in enforcing the _state’s 
compulsory inspection statute. 


Lamb’s approval 
opinion from the attorney gen- 
eral’s office upholding legality of 
the manner in which specifica- 
tions were drafted. 


followed an| 


| 


| company’s 





As the contract specifies deliv-| 


ery and installation of the equip- 


ment within 60 days, it is antici- | 


pated the first inspection will be 
conducted in September unless 
there are delays in completing 
station construction. 


D. C. Plans to Prohibit 


|of this group, he joined the Olds- | 


Fuel Sales to Drunks | 


WASHINGTON.—Sale of gas- 
oline to drunken motorists would 
be forbidden under an amend- 
ment to the District of Columbia 
police regulations, to be laid be- 
fore the commissioners for action 
in the near future. It is predicted 
that it will be adopted. 


ORIGINAL AUTO MODELS 


to decline, 
would have to assume 
losses in order to clean 
up. Dealers are more concerned 
than ever before over present 
conditions, and they are beginning 
to realize they are in the used car 
business, instead of new car sell- 
ing as the primary factor of their 
activities.” 


prices begin many 


dealers 
terrific 


Boscow Named 
Adv. Manager 
Of Nash Motors 


Graham to Build Tractor; 
25 Daily Production Set 


(Continued from Page 1) 


cow has been appointed to fill the 
newly created post of director 
of advertising and merchandising 


of the Nash Motors Division of | 


Nash-Kelvinator Corp., it was an- 


| nounced by C. H. Bliss, vice-presi- 


dent and director of sales. 


Creation of the new position 
and appointment of Boscow to fill 
it are in line with Nash Motors’ 
program of expansion, which is 
being carried on not only in the 
plants at Kenosha, 
Racine and Milwaukee, Wis., but 
also in the distributor-dealer or- 
ganization in the field, said Bliss. 
Boscow, he pointed out, will work 
closely with distributors and 
dealers in building advertising 
and merchandising programs to 
fit their own particular needs. 


Boscow, whose most recent con- 
nection was with the Chicago 
office of The American Weekly, 
contacting automobile companies, 
was from 1923 until 1928, en- 
gaged successively in dealer con- 


in the Northwest, in supervising 
production of the Ford assembly 


| branch at Portland, Ore., and in 


the work of Northwestern sales 
manager for Lincoln. 

In 1928 he joined the Fisher 
Body Corp. as service assembly 
plant manager at Oakland, Calif. 
After a year and half in this 
position he went to Detroit where 
he joined the company’s advertis- 
ing department. Later he served 
with the sales section of General 
Motors Corp., and still later in 


sales and merchandising capaci- | 


ties with the Buick-Olds-Pontiac 
group. 


mobile organization where he en- 
gaged in merchandising activities. 


Coincident with the announce- | 


ment of Boscow’s appointment as 
director of advetising and mer- 
chandising, Bliss made known 
that newspaper advertising on 


'the new 1938 line of Nash cars 


will be “upped” approximately 
100 per cent over that of the cur- 


'rent year. 


BUILT by boys residing in 


Michigan and neighboring states for the Fisher Body Craftsman’s 
Guild model car design competition are judged in Detroit by repre- 
sentatives of the General Motors styling section and members of the 
Guild technical staff for state and regional honors. Left to right are: 
Frank C. Riess, of the educational foundations; William L. Mitchell 
and Theodore C. Hobbs, two of the automotive concern’s chief 


designers; 
department. 


and Walter Leuschner, 


also of the Guild technical 


Following the dissolution | 


e 


CRACKING PREVIOUS VOLUME RECORD for the company, | 


set in 1929, this new LaSalle, the 40,966th of the 1937 line, is inspected 
by D. E. Ahrens, sales manager; Nicholas Dreystadt, general man- 
ager; V. A. Olsen, works manager; and W. W. Seaholm, chief en- 


state department. 


Bradley Mfg. Works, Sears sub- 
sidiary. 

Of particular interest to the 
practical farmer is the fact that 
the Graham Bradley is probably 
the first tractor ever to be de- 
signed specifically for pneumatic 
tire equipment, with the result 
that it has a greater working 
speed than has been possible here- 
tofore. 

The unit will pull two or three 
14-inch bottom plows at 6.2 miles 
per hour in high gear through any 
soil. Other working speeds are 4.4 
miles per hour in second and 2.8 
miles per hour in low gear. There 
are four speeds forward and one 
reverse, taking full advantage of 
the extra power gained by the use 
of rubber tires, and giving a high- 
way speed of 25 miles per hour. 
This exceptional speed on the 
highway permits attaching a flat- 


livestock and gives the farmer the 

advantage of an extra truck. 
Standard features of the new 

tractor are its “triple sealed” mo- 


/omv of operation; a self starter 


fortable automotive-type cush- 
lioned seat with backrest; 
streamlined design affording clear 
vision for cultivating row crops; 
| height of five feet; 90-inch wheel- 





s 


| 2 Truck Models 


‘Chevrolet Add 


(Continued from Page 1) 

|pounds. The one-ton model 
| available to increase payload ca- 
pacity to 2,000 pounds and gross 


|'This equipment comprises larger 


and new wheels and tires. 
Cab and _ bodies 


able service, and their 
ance represents the latest 
modern streamline styling. The 
regular cab, 
construction, 
split-type seat 
back, standard truck instrument 
panel, and exceptionally good vis- 
ibility from the driver’s seat. 
Toe-board is 
in other truck models. 

Bodies are available in three 
types: Pickup, Stake Rack, and 
Platform, each designed to pro- 
vide a large load platform, so 
located on the chassis as to effect 
proper weight and payload dis- 
tribution. This equalizes stresses 
on the frame, increases the ef- 
fectiveness of the front brakes, 
and assures more uniform wear 
on the front and rear tires. 





bed trailer for hauling produce or | 


tor, with gas and oil filter and air | 
cleaner all contributing to econ- | 





with automotive type ignition sys- | 
tem; fenders over the rear wheels | 
|upon which are mounted swiveled | 
lights for night operation; a com- | 


ai 


is | 


allowable weight to 5.800 pounds. | 
rear brakes, heavier rear springs, 


of the new | 
trucks are built for long, depend- | 
appear- | 
in | 
featuring all-steel | 


is used. It has a/| 
with adjustable | 


identical with that | 





gineer. A special license tag was issued in commemoration by the | 


base; and a turning radius of its 
own length. 

The 36 x 9.00 rear tires carry an 
air pressure of 28 pounds and may 
be loaded with approximately 250 
pounds of water for extra trac- 
tion. These wheels are adjustable 
in 4-inch steps from a 56 to an 84 
inch tread. 

The six-cylinder L-head type 
motor develops 35 horsepower at 
1,400 r.p.m., has full pressure lu- 
brication to all main and connect- 
ing rod bearings, pistons, timing 
chain and camshaft bearings and 
is equipped with a “straight 
through” type muffler, identical 
with-automobile practice: a eet 

Four-speed transmission allows 
the operation of such farm ma- 
chinery as threshers, corn shellers, 
water pumps, burr grinders, etc., 
at their proper speeds. Power 
take-off for these implements is 
from a 14-inch belt pulley. The re- 
verse gear is a decided advantage 


in the operation of shellers and} 
|threshers which occasionally be- 


come clogged, for it permits the 
belt to be backed up by power. 
Power take-off is located ac- 


cording to standard practice and | 


uses a standard size 1% inch six- 
spline shaft which has a separate 
throw-out clutch with which the 
unit can be disengaged when not 
in use. 


DES MOINES (UTPS).—The date 


for the 29th annual automobile show | 


to be held here by the Des Moines 
and Iowa automotive dealers 
been set for Nov. 8 to 13, it 
of the Des Moines Auto- 
Dealers’ 
The event will be held 
the date 


motive 
of the show. 
a week earlier than 
year. 


SHOOTING THEIR MONEY 


has | 
has | 
| been announced by C. G. Van Vliet, | 
| secretary 
Assn. and manager | 


last 


3 


Dealer License, 
Fair Trade Act, 
Killed in Ill. 


CHICAGO.—While dealers here 
are satisfied that many proposed 
laws of a radical nature failed of 
passage at the legislative session 
just ended at Springfield, they are 
disappointed that a similar fate 
befell an administrative measure 
|supported by them, providing 
licensing fees for dealers and 
| finance ompanies, along with pro- 
| hibition of what they consider 
unfair practices. 

Embodied in the bill which 
many dealers hoped would go 
|through, but which now must 
|} await the next legislative session, 
| was restraint upon bootlegging of 
new cars, arbitrary cancellation 
of dealer contracts, finance 
“packs,” acceptance of extra legal 
finance charges, failure of dealers 
to live up to written agreements, 
misrepresentation, coercion, the 
handling of new cars by used car 
dealers, and other practices which 
dealers have attacked for years. 

The bill went through the vari- 
ous readings and finally reached 
a vote. Backed by the secretary 
of state’s office, it was intended 
to apply equally to franchised 
dealers, used car dealers, finance 
companies and factories, being a 
protection to all of them and also 
to the public in legitimate opera- 
tions. 

In all instances, the accused 
party was given the right of a 
hearing and appeal from a ruling 
against him. 

Dealer license fees ranged from 
$5 to $40, depending upon the 
number of cars handled by the 
dealer, with a flat charge of $25 
for . factories, and with finance 
company fees also based upon the 
gross volume of business. In se- 
curing a license from the secre- 
tary of state, the law provided 
| that the dealer give satisfaction 
that he would “promote the con- 
venience and advantage of the 
community.” 


Packard Names Beecroft, 


Chamberlain in Advance 


| DETROIT.—The Packard Mo- 
tor Car Co. has announced the 
| appointment of H. L. Beecroft as 
| assistant sales manager for the 
|eastern district. Well known in 
| the automobile selling field, Bee- 
| croft has had much experience in 
|sales, sales management and 
| dealer business management. 

E. Chamberlain, formerly 
sales manager for 
Packard, has been appointed 
manager of retail selling. He 
formerly was in charge of sales 
| activities for the company in the 
eastern district and is a veteran 
of the Packard sales organiza- 
t 





| assistant 


AWAY as 20,000 members of the 


Pontiac Motor family were enjoying free concessions at the fourth 
annual employes’ picnic at Walled Lake, near Detroit, last Saturday 


are, left to right: 


P. H. MacGregor (in Panama), general plant 


manager; his new assistant, R. H. Ahlers; S. W. Ostrander, plant 
superintendent, and, with gun, Ray Longpre, material supervisor. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value.—(ADN 6-10-1933) 
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Pennsylvania Speaks 

The following letter from William N. Owings, secretary- 
manager of the Pittsburgh Automobile Dealers Assn. pre- 
sents his interpretation of the new Pennsylvania Motor 
Vehicle Dealers Commission law. In commenting on this 
law editorially in the July 3 issue, ADN stated that it pro- 
vided fines and imprisonment for violations. This state- 
ment was based upon the text of the act as published in 
House Reprint No. 811 as of May 27. A senate floor 
amendment at that time did make such provision. Evi- 
dently, according to the final draft as published by the 
Pennsylvania Automotive Assn., this section later was 
amended to remove the imprisonment clause and reduce 
the top fine to $200. ADN is most desirous that dealers 
form their own opinion of this law and for that reason it 
is reprinting full text of the measure on pages 16-17 in this 
issue. While a study of the PAA text has not changed the 
earlier conception and understanding of this bill in the 
minds of the editors, ADN is most happy to present the 
interpretations of Mr. Owings. We sincerely hope as we 
stated before that the measure will prove itself of real 
value, and the near future will give us all a definite picture 
of that. 


E WISH to call your attention to a number of inaccuracies 

appearing in your editorial in your issue of July 3, 1937, headed 
“Utopia?” In this editorial you comment upon the Motor Vehicle 
Dealers Commission law recently signed by the Governor of Penn- 
sylvania. It is clearly apparent that you believe, and through your 
comments expect others to believe, that the law in question is a 
tyrannical piece of legislation and that under the guise of regulation, 
the dealers of Pennsylvania have been deprived of their rights and 
subjected to the whims of dictatorship. In fact, you state that the 
law “seems to be the most complete invasion of individual rights 
conceivable.” We are not concerned with the views of your editor 
regarding this or any other of our laws, but we do most strenuously 
object to the printing of these views when they are predicated upon 
misconception and lack of understanding. 


Had you taken the trouble to read the act as passed by the legis- 
lature and signed by the governor, you would have found that the 
commission created thereby is by no means a dictatorship. On the 
contrary, you would find that the duties of this commission are 
clearly defined and that the rights of all dealers are completely 
safeguarded. You would also find that the law makes no provision 
for imprisonment in case of violation. You would also find that a 
dealer’s right to continue in trade does not depend upon the willing- 
ness of the board to grant or continue his license. You would find 
further that a dealer’s ability to continue in business is by no means 
restricted; in fact, the more able the dealer, the more he will profit 
by this legislation. 


The law does not provide that “nothing can be hidden from the 
commission or that the dealer’s books must be open at all times.” 
Dealers are required to report to the commission their used car sales 
and it is only logical that in the event of default in this respect the 
commission should have a right to check the dealer’s books regarding 
these items. Other information may be gotten for purely statistical 
purposes; but, regardless of its nature, no information so secured can 
be disclosed to any person except as may be required in the enforce- 
ment of the law or by order of court. 


One of the most important features of this law is the fact that it 
was brought into existence through the united efforts of a vast 
majority of all the dealers in the state. They knew that the primary 
purpose of the act was to establish fair trade practices in their 
industry, which is accomplished by eliminating the “chiseling” and 
“gyp” operators. Certainly, all of these dealers would not have fa- 
vored the legislation had they felt that any of their rights were being 
infringed or invaded, or that they would be subjected to arbitrary 


(Continued on Page 6, Col. 4) 
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Not Laws The most vital 
But single aspect of 
Common Sense the current labor 
controversy is that 
of the ability, or lack of it, of 
unions to keep contracts which 
they have signed. In other words, 
are labor unions responsible? 


At present the argument rages 
on the point of legal responsibil- 
ity, of whether or not unions can 
be punished in courts of law for 
violations of written agreements. 
We think that this particular 
phase of the matter is relatively 
unimportant and that, moreover, 
it tends to obscure the real issue. 
It is true that unions have, in 
some few cases, been sued and 
that damages have been collected 
from them. But the delay and 
expense of such procedure makes 
recourse to civil law after the 
event a procedure to which few 
business organizations willingly 
resort. What is important is the 
prevention of such actions as the 
unwarranted and contract-violat- 
ing strikes which have character- 
ized 1937. 

Like prevention of war, the pre- 
vention of such industrial dislo- 
cations lies far more in the men- 
tal attitude of those concerned 
than in machinery built to do by 
collective force what is not done 
by volition. In short, it is up to 
labor unions themselves to realize 
how vital it is in their own inter- 
est to fulfill agreements once 
they have been reached. Not by 
imposing a new set of laws, but 
by the assumption of willing re- 
sponsibility, can unions command 
that confidence which is so vital 
to their future status. There is 
an element in management today 
which wishes to have nothing to 
do with unions and offers as jus- 
tification for that attitude the 
allegation that unions are not 
responsible. And as long as con- 
tracts are broken, they aren't. 
Labor leaders may well note in 
this connection that the unions, 
like those in the garment trades, 
which have shown the greatest 
willingness fully to live up to 
agreements are those which have 
had the greatest success in or- 
ganizing in their fields. 

The failure of the steel strike 
has shown that labor cannot, in 
this country at least, get every- 
thing it wants by sheer muscle. 
It must obtain the confidence of 
employers and the public if it is 
to have lasting success. To ob- 
tain that confidence it must earn 
it. In so doing it will make the 
greatest possible advance toward 
that general recognition by busi- 
ness which is its objective.—Wall 
Street Journal. 


Safety 

QUINCY, Mass.—“On May 
you were stopped by an officer of 
this police department for a vio- 
lation of the traffic laws. Kindly 
report at the police station Tues- 
day evening at 8 p.m. Compli- 
ance with this request may make 
prosecution unnecessary. Signed, 
John J. Avery, chief of police.” 

More than 100 motorists found 
the above letter in their mail a 
few days ago. And it caused some 
of them much anxiety. They 
tried to find out from friends in 
the police department what it 
was all about. But got no inti- 
mation. 

On Tuesday evening they began 
to come in and were given seats 
in the guard room. Chief Avery 
entered looking solemn. Opening 
a door he invited in Lewis E. 
MacBrayne, head of the Massa- 
chusetts safety council, and 
Eugene J. Fanning, state motor 
vehicle inspector. The latter two 
spoke a few minutes. Then lights 
were turned out and a film, “The 
Hit and Run Driver,” was shown. 
It is a realistic picture with all 
the ramifications of what hap- 
pens in such accidents, and ends 
with the tracking down of the 
driver. Slides were also shown of 
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Courtesy, Chicago Journal of Conunerce 


Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 


are invited to use this space for 
Anonymous contributions will not 
be observed upon request. 


No Slob 

Just received a copy of the 
Automotive Almanac and all I 
can say is well, well, well, but on 
the other hand, why not? My 
confidence in Chris Sinsabaugh is | 
such that I believe he could build | 
a skyscraper with a _ pick-ax.| 
However, I will not be compli-| 
menting him too much, as he is| 
hable to want a raise, but will} 
simply say that the Fourth Edi- 
tion is no slob.—James Levy,| 
James Levy Motor Co., Buick, | 
Chicago. | 
Admen Note 

We wish to thank you for the| 
Automotive Almanac received to- 
day. 

We have today availed our- 
selves of certain advertisers in| 
this book.—P. M. Sangster, Man- 
ager Davison’s Garage, Ltd., Sud- 
bury, Ont. 


Labor Saver 

The Fourth Almanac has just 
been received. It is of great in- 
terest to me due to the valuable 
data and information that it con- 
tains. I could keep house without 
it, but it would be far more la- 
borious than with it. 

Congratulations on the _ idea 
that prompted it as well as the 
improvements in every way that 





accidents giving some rather hor- 
rible details. 

Chief Avery then spoke briefly 
telling the drivers that this clinic 
was done to make Quincy a safer 
place for its residents. A year 
ago it rated far down on the 
list of safe cities, he said, but it 
had climbed to first place re- 
cently for cities of comparative 
population. And he wished to 
keep Quincy so, despite the fact 
that on Sundays and holidays in 
summer as high as 100,000 cars 
and trucks pass through it head- 
ing for the seashore. 

The group was “schooled” two 
hours. Those present were 
thanked for coming and told 
their law infractions were purged 
by the penance they paid in com- 
ing to the meeting. 





| me. 
| nal, Flint, Mich. 


| your 


voicing their opinions or ideas. 
be accepted but confidence will 


are made in each succeeding is- 
sue.—R. J. Murphy, Manager, 
Washington Automotive Trade 
Assn., Washington, D. C. 


Usual Standard 


Congratulations 
Almanac. It’s up 
ADN standard. 

We make so much use of the 
Almanac here that one copy 
wears out before the year is out, 
so here’s our order for two more 
copies and send along the bill to 
Ralph B. Curry, Flint Jour- 


1937 
usual 


on the 
to the 


Value 

You are to be congratulated on 
Automotive Daily News 
Almanac for 1937. 

In passing through this Alma- 
nac hurriedly, it is almost unbe- 
lievable it could contain as much 
information as it does about the 
automobile industry in general, 
and this single edition is cer- 
tainly worth more than the yearly 
subscription to your paper.—K. T. 
Brown, General Manager Packard 
Motor Car Co. of Boston, Inc. 


Better 


For the last two weeks I have 
been out of the office and so it 


‘was just yesterday that I had an 


opportunity to go over your latest 
Almanac. 


It is better than ever and I 
know of no single service to the 
automobile industry in the way 
of supplying information which 
can compare with this book. Con- 
gratulations for a very excellent 
job! — W. H. Mason, Newspaper 
Representative, John B. Wood- 
ward, Inc., Detroit, Mich. 


Work 


I have gone over the 1937 Al- 
manac with a great deal of in- 
terest, and I want to congratulate 
you and your associates on the 
job that you have done. This 
certainly represents a God-awful 
amount of work and detail.—Neff 
Laing, Pennsylvania Farmer, 
Pittsburgh, Pa. 





pea dealer knows that style leadership 
in the cars he sells not only brings increased 
volume in sales, but helps him to close better 
and more profitable deals. Each year, for five 
consecutive years, Oldsmobile has given its 
dealers the acknowledged style leader of the 
industry. As a result, Oldsmobile sales have 
doubled and doubled again . . . and Oldsmo- 
bile dealers have been able to increase their 
profits year after year and to build soundly 
for a substantial, prosperous business future. 
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Survey Shows Tire, 
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Tire Workers’ 93 Cents 
Is Highest Rate in U. S. 


CHICAGO.—Automobile tire 
workers receive the highest hour- 
ly wage rate of 93 cents; petro- 
leum refinerg are next with 883 
cents, and automobile factory 
employes third with 85.7 cents, 
among 38 important industries, 
according to figures just released 
by Standard Statistics. 


At the other end of the scale 
are workers in the cotton goods 
industry with 39 cents an hour. 


The rates, it is announced, are 
as of March of this year. The 
tabulations also disclose that the 
increase in wages since March, 
1933, amounted to 60.8 per cent 
for the tire industry, 51.4 per 
cent for automobile workers, and 
39.3 per cent for petroleum re- 
fining. 

Following these three top in- 
dustries in the matter of hourly 
wage rates paid were: 

Printing and publishing, 84.9 
cents; telephone and telegraph, 
81.8; electricity and gas, 81.4; 
beverages, 80.7; ship building, 79; 
coal mining, 78.7; office equip- 
ment, 78.4; iron and steel, 74.8; 
chemicals, 71; machine tools, 
69.1; metal mining, 68.1; locomo- 
tives, 67; soap, 66.7; farm imple- 
ments, 66.6; electric equipment, 
66.4; glass, 65.6; paints, 63.5; air- 
craft, 62.6; cement, 62.2; cane 
sugar refining, 60.8; meat pack- 


ing, 60.8; leather, 59.1; carpets 
and rugs, 59.1; paper, 56.8; radio, 
56; baking, 55.8; flour, 54.9; retail 
trade, 53.5; woolen goods, 53.5; 
furniture, 48.8; lumber, 48.5; can- 
ning, 44.7; silk and rayon goods, 
43.4; cigars and cigarets, 42.4. 


CIO Pact Signed 
By Ohio Dealers 


EAST LIVERPOOL, O.—Mem- 
bers of the East Liverpool Auto- 
mobile Dealers Assn. have signed 
a ten months contract regulating 
hours and wages with Local 412 
of the United Automobile Work- 
ers. The agreement, effective 
July 6 to May 1, 1938, was previ- 
ously signed by officers of the 
union, which nine dealers have 
affixed their signatures. 

The terms of the _ contract, | 
agreed upon at a recent meeting, 
provide for a 44 hour week and 
pay boosts averaging between 10 
and 15 per cent, as well as other, 
adjustments. 

After the agreement has been 
in force 90 days, either side may | 
reopen negotiations upon 30 days | 
notice. Mechanics and bodymen 
will receive not less than 75 
cents an_ hour. 


rates also are provided for other recommendations were trans-| Rutgers 
| Brunswick, N. J.; H. T. Gage, of students, are now being received. 


‘help, spokesmen said. 


Car Industries Lead in Wages 





— 


yearly from applicants. 


DETROIT.—Chevrolet’s national 
dealer planning and dealer used 
car committees met here this week 
to formulate recommendations and 
suggestions on the company’s sales 
policies for the balance of the cur- 
rent selling season. The committee 
included Chevrolet dealers from 
all Chevrolet regions in the United 
States. 


All branches of the national 


Minimum pay sales program were discussed, and| Berger; L. B. Migliorini, of the | 





|mitted to central office officials. 


Chevrolet Dealer Groups 


From All Regions Meet 


|sessions of the national 


Ct tee 
5.3 laa 


NEARLY 20,000 SQUARE FEET of glass have been used in constructing this new building which will 
house Pontiac Motors’ new school for apprentice training in automobile manufacture. More than $150,000 
in equipment has been placed in the school which will have a student body of 50 young men, to be chosen 


Pontiac to Offer 
Training Course 
In Car Building 
W. H. Berger, of the Berger _ 


Chevrolet Co., ‘Grand Rapids,; PONTIAC.—So that a larger 
Mich., was named chairman of the supply of adequately trained 
national dealer planning com-| young men may be available for 
mittee, while R. E. Miller, of the; the highly specialized work of 
Buick-Chevrolet Sales, Inc., of Ft.| automobile manufacture, a new 
Morgan, Colo., presided at the ,course in apprentice training is 
dealer | to be started here this fall by 
used car committee. | Pontiac Motors, it has been an- 


The members of the national nounced by H. J. Klingler, gen- 


;dealer planning committee were: eral manager. 


Applicants, from which will be 


Chevrolet Co., New, chosen an eventual group of fifty 


Gage-Eisnor Chevrolet, Inc., Med- | 
|ford, Mass.; S. H. Short jr., of 
| Jeffreys Motor Co., Inc., Chase 
City, Va.; V. C. Adams, Adams 
|McCargo Motor Co., 


| Ala.; Laurence Rust, of Laurence | 


| Rust, Inc., Bloomington, IIll.; M. 


|B. Schrier, Schrier Auto Co., Inc., | 
H. M. Norton, | 


|Savannah, Mo.; 
Norton Motor Sales Co., Inc., 
| Shawnee, Okla.; and J. E. Coch- 


| Calif. 
Those who participated in the 
| meetings of the national dealer 


|used car committee _ included: 


| Miller; J. Hengesbaugh, of Glen | 


| Rogers Motors, Inc, Elyria, O.; 


H. M. Stanton, of the H. M. Stan-| 


|ton Co., Middletown, N. Y.; John 
| Dancause, Post Office Garage, 
| Inc., Lowell, Mass.; Roy Docherty, 
|Standard Motor Co., Butler, Pa.; 
|R. C. Henson, Halifax Motor Co., 
| Daytona Beach, Fla.; J. G. Scott, 
| Downtown Chevrolet, Minneapolis, 


Anniston, | 


A separate building to house 
the school, a structure of brick, 
steel and glass, with a floor area 
of 10,044 square feet, is already 
erected andis now being equipped 
with the latest scientific devices 
for adequate apprentice training. 

The tools essential to learning 
the “Three R’s” of factory edu- 


| cation are complete heat treat in- 


| stallation, 
|ran, of Cochran & Celli, Oakland, | 


drill presses, bench 
lathes, seven grinders, screw ma- 


|chines, ten milling machines, in- 


elnding boring mill and vertical 
shaper, ten lathes, complete pat- 
tern shop and incidentals. Well 
over $150,000 is represented by 
the school equipment alone, 
Klingler said. 

So that ample light may afford 
the student ideal “studying” con- 
ditions, nearly 20,000 square feet 
of glass have been used in the 
sides and roof panels of the 
building, which is 62 feet wide, 
162 feet long and 21 feet high. 


|Minn.; A. L. Means, Rio Grande 
| Motor Co., Las Cruces, N. M.; and 
| Tom Dumphy, Dahl Chevrolet Co., 
| Oakland, Calif. 


said to 
ear for 


The average motorist is 
spend $27 per year per 
service and repairs alone. 


Pennsylvania Speaks 

(Continued from Page 4) 

and confiscatory regulation administered by autocratic and despotic 
| dictator. Aside from the interest of the dealers, sight must not be lost 
of the public welfare as affected by the act. Purchasers of used motor 
vehicles are protected in that all such vehicles must be put in a safe 
mechanical condition by the dealer before they are offered for sale. 
Dealers will not be permitted to turn back speedometers; packing of 
finance charges will be eliminated; and, so far as used car trade-ins 
are concerned, the public will be restricted to a credit equal to the 
actual value of their used cars, so that the limit of the allowance 
will give them no more or less than one hundred cents for their 
dollar. 

Since you have seen fit to comment upon our new law, it is indeed 
regrettable that you did not give all of the facts to your readers so 
that they could have been able to form their own opinions. If, for 
reasons best known to yourselves, you did not care to publish the 
real facts, we think it would have been better had you refrained from 
expressing an opinion, which, under the circumstances, could not be 
other than biased and unjust. 


We would suggest that you again read the law not “in the cold 
light of a lead colored Detroit sky,” but in the light of the actual 
facts, the spirit of the law and the purposes that it seeks to accom- 
plish. We do not agree that the enforcement of this legislation will 
create a condition akin to Utopia, for the reason that all of our 
present laws regulating the conduct and behavior of the public for 
the benefit of society in general have not created a Utopia. 

We think that by reason of your editorial, the automotive situation 
in Pennsylvania has not been properly presented to our contempo- 
raries in other states, and, for that reason, we request that you be 
good enough to publish this letter in the next issue of Automotive 
Daily News, also, give them the facts regarding our new law in an 
unbiased and impartial manner, and when you have done that, we 
will be satisfied that the opinions formed thereon will differ ma- 
terially from what you have expressed in the editorial regarding 
which we have complained. 

For your information, we enclose copy of Motor Vehicle Dealers’ 
Commission Law (Senate Bill '815).—Pittsburgh Automobile | Dealers’ 
Assn., W. N. Owings, Secretary-Manager. 


SPRAY TEX EFFECTIVELY 
DEADENS ALL BODY NOISES 


@ Monroe Spraytex kills noises in 


dries quickly and shows no shrink- 
fenders, body panels, doors, steel age. Spraytex not only cuts down 
tops, running boards and floors. sound amplification to a mini- 
Spraytex is easily applied by spray- mum, but also acts as a posi- 
ing on the inside of the body, doors, 


tive and permanent protection 


fenders and other parts of the car against rust and as an insula- 





that need sound-deadening. It tion against heat flow. 


MONROE AUTO EQUIPMENT COMPANY + MONROE, MICHIGAN 


MONROE SPRAYTEX: 





A 


he 
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THE WHOLE FAMILY... Kenyon & Eckhardt interviewed 800 homes in 


White Plains, N. Y. and Stamford, Conn. In subscriber homes and among 


newsstand buyers it was found that LIFE is read by 96.0% of the men 


over 18 years of age, 94.7% of the women over 18 years old, 


Ss 


94.7% of the children between 12 and 18, and ge 72.870 


of the children between 6 and 12. 





Ll en ecoerentiennth calendar 
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Car Financing Volume Continues to Exceed 1936 


May Total Surpasses April INo. 1 Ford Dealer 
By More Than $11,000,000 


WASHINGTON. — The 
of automobile financing for the 
first five months of 1937 is run- 
ning well ahead of the corres- 
ponding period of last year and 
the figures for May, 1937, are 
conforming to the trend, it is 
shown in a survey by the U. S. 
census bureau. 


May wholesale financing to- 
taled $193,527,218 against $182,- 
102,402 in April, while the retail 
financing total was $190,655,670 
against $181,344,266. In May of 
last year wholesale financing 
aggregated $185,123,097, and re- 
tail financing in that period was 
$184,574,506. 

The total for the first five 
months this year, in wholesale 
financing, was $860,976,659 against 
$778,331,934 for the same period 
of 1936. Wholesale financing for 
the full year of 1936 was $1,703,- 
583,548. 

Retail financing for the first 
five months of this year reached 
a total of $756,010,644, which is 
to be compared with $701,309,082 
in the corresponding period of 
1936, and with $1,715,981,150 for 
the full twelve months of last 
year. 

The number of cars involved 
in the financing operations was 
1,866,851 against 1,760,612 for the 





volume | first five months of 1936. Financ- 


ing operations during the full 
year of 1936 involved a total of 
4,263,761 units. 


H. C. Hart, Boston 


Veteran, Dies 


BOSTON. — Harold C. Hart, 
president of the Nash-New Eng- 
land, died here Thursday eve- 
ning after almost a year’s illness. 
Mr. Hart was born in Hartford, 
Conn., in 1888. He started his 
automobile career with Pope- 
Hartford Co., and later went with 
Jeffrey, at Kenosha, where he re- 
mained when C. W. Nash took 
over control. 

He came to Boston as sales 
manager for C. P. Rockwell Co., 
then handling Nash here. When 
Mr. Rockwell died the Nash-New 
England Co. was formed with 
Mr. Hart as president, the po- 
sition he has held since. 

Mr. Hart served during the 
world war and was at one time 
president of the Boston Auto- 
mobile Dealers Assn, He also 
served as New England regional 
director of NRA while that lasted. 
Funeral will be held Sunday at 
Wellesley. 








In N. Y. Area Sells 


1,025 Cars in Half | 


NEW YORK. — Kroger-Jonas, 
Inc., Ford dealers here, according 
to Harold Jonas, vice-president, 
rank No. 1 for the first half year 
in the sale and delivery of Ford 
and Lincoln-Zephyr cars in the 
New York, New Jersey and Con- 
necticut area, covered by the 
Ford headquarters and assembly 
plant at Edgewater, N. J. 


The company delivered 1,025 
new Ford and Zephyr units dur- 
ing the six months just ended. 
With April showing the largest 
number and last month taking 
second place, these deliveries 
were made as follows: January, 
147; February, 
April, 211; May, 169; June, 
for a total of 1,025. 


Discussing these _ sales, 
said: “I attribute an important 
part of our large volume of sales 
to operation of a 24-hour service. 
Our service department, located 
in the same building with our 
new car and accessories depart- 
ments, functions day and night 
for the benefit of all. In connec- 
tion with this we maintain a free 
towing service for customers 
within a 30-mile radius of our 
First Avenue establishment.” 


181, 








?, 
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BENDIX DRIVE 
FOR EVERY STARTING JOB! 


HETHER the cranking job be a mammoth 
Diesel or a small one-cylinder marine engine, 
you can confidently entrust it to the time-proved 
Bendix Starter Drive. Any size, any kind, of internal 
combustion engine responds to the Bendix Drive. 


Bendix Drive is built in many sizes, many types. 
Two are shown here “‘life size’’—the smallest and 
the largest versions of ‘The Mechanical Hand that 


Cranks Your Engine.” 


Each of its few simple, 


sturdy parts is designed, dimensioned, engineered 
to its particular function, with the experience of 
millions in use, as a guide. 

When you have occasion to replace an old 
Bendix Drive for any make of car, replace it with a 
factory-new Bendix Drive under our liberal Ex- 
change Plan; when you renew a Bendix Drive part, 
use a genuine Bendix part. In that way—and no 
other—can you be assured of a continuance of the 
reliable starting service built into the car. 


ECLIPSE MACHINE COMPANY 


Elmira, New York (Subsidiary of Bendix Aviation Corp.) 


168; March, 149;' 


Jonas | tractor. So well did it do its work 


| Robert 





|tractor pageant, a most 
sive affair which traced the evolu- | 
iso that 
| bringing it up to the present 


these 








Sparks 


> Chris 
Y Sinsabau gh 


(Continued from Page 1) 


just the same I feel that the Gra- 
hams have turned out a tractor 
that might be compared to the 
streamlined railroad train in the 
way of looks and performance. 
Certainly it is an outstanding job, 
a slinky-looking creation with 
huge rubber-tired rear wheels, 
quiet, powerful and so_ easily 
handled that even I had an itch- 
ing to take the driver’s seat and 
romp down the field. 

At the demonstration Tuesday 
morning it did its plowing in a 
masterly way, but that wasn’t all 
it did. It did more than any farm 
laborer ever did and much faster 
and better. Why, even after it got 
through its field work, it hooked 
up to a trailer loaded with calves 
and whizzed it around to prove 
to the onlooking farmers the ver- 
satility of this particular make of 


that following the demonstration 
there came over the loud-speaker 
the information that an Ohio 
farmer, who was among those 
present, had bought one of the 
tractors. He wanted to drive it 
home and he was trying to sell 
his automobile right then and 
there at a low price so he could 
take delivery of the tractor. 
* * eo 


THE PREVIEWING job at- 


tended to, let me digress a bit and | 


tell how the Grahams handled the 
show. It was a job well done, 
starting Tuesday morning with 
the practical demonstration on 


one of the Graham’s two farms, | 


following which we went to the 


|other Graham farm, which spe- 
| Cializes on dairy products and the 


like, where we barbecued under 
the trees. In the evening, at 
Graham’s quarter - mile 
trotting track, we watched the 
impres- 


tion of the tractor over the years, 
the 
Graham-Bradley, modernistic and 
practical, with the emphasis on the 
practical. 


_Vd heard a lot about Robert 
Graham’s farms and welcomed the 
opportunity to once-over them. 
My inspection told me that while 
Robert may be a gentleman farm- 
er, he is an exception to the rule 
in that he makes money out of 
his operations—the farms are no 
playthings with him. He knows 
his way about among those farm- 
ers—he talks their language. Com- 
bined with business sagacity, it’s 


|no wonder he is tops in this enter- | 
| prize. 


ok tk * 
BILL McLEAN is in a sweat 
days. The hot spell ex- 
plains part of it, but his big 
sweat comes 
from the _ fact 
that at the pres- 
ent time he, as 
secretary of the § 
Fisher Body } 
Craftsman’s } 
Guild is riding | 
herd on the! 
judges who are | 
getting ready 
for the grand 
finale of this 
year’s compe- 
tition, which 
will be the big dinner in the 
auditorium of the General Motors 
building, in Detroit, the night of 
Aug. 31. There’s added work this 
time because of the new classi- 
fication, a competition in motor 
car design for the ‘teen boys— 
from 12 to 20. Originality of de- 
sign, practicability, workmanship, 
painting and color application 
are the cardinal points of the 
competition. 
* * o* 


WHEN THE GUILD added 
this new feature it struck a 
happy keynote, for there are a 
thousand jobs now being judged 


W. S. McLean 


in the General Motors building. 





| workers 


\firmed by Alvan Macauley, 





Already the display has become 
one of the sightseeing meccas of 
Detroit, because Bill McLean has 
been wise enough to permit the 
public to peek from 10 a.m. to 
6 p.m. during week days. 
Possessing this open sesame, 
the conductor joined the peekers 
and got an eyefull of really 
creditable work on the part of 
the kids. On display, one had to 
watch his step to avoid a body 
casualty. But it was worth while 
looking over the exhibit and 
studying what Young America is 
(Continued on Page 19, Col. 1) 


Car Sales Up 5% 
From 1936; Trucks 
Show 8% Increase 


(Continued from Page 1) 


continuing with sufficient back 
orders to absorb their output. 
Ford will not resume until Aug. 
9 when his projected rate will be 
6,000 daily. 

A seasonal decline in output 
may be anticipated, however, dur- 
ing the remainder of this month 
and in August. Meanwhile the la- 
bor situation as it directly affects 
production has been calm for the 
past several weeks. Efforts to 
unionize the Ford workers at 
Edgewater, N. J. were started 
this week, apparently as a grand- 
stand play, since the plant already 
had been scheduled to. close. 
Meanwhile hearings by the Na- 
tional Labor Relations Board are 
continuing here with the majority 
of witnesses being former Ford 
and members of the 
UAW. Under the terms of the 
Wagner Act only so-called coer- 
cion by the employer is recognized 
evidence being brought 
forth is naturally of a one-sided 
nature. 

Observers here are generally 
agreed that higher car prices are 
in store for the latter part of the 
year. This observation was con- 
presi- 
dent of the Automobile Manufac- 
turers’ Assn. in an interview in 
the east this week. Just how size- 
able the advances will be is still 
unknown but increased costs for 
both manufacturer and dealer 
have led to the predictions that 
prices even in the lower brackets 
will have to be upped as much as 
$50 per car to break even. 


NICKELGRAM 


— 


—— 103A 


After practically five years of 
development and _ construction, 
the Allison 1710 engine recently 
became the first aero power 
plant to pass the U. S. Army 
Air Corps 150-hour test for en- 
gines of 1000 h.p. or more. 
Featuring a number of construc- 
tion refinements, this geared 12- 
cylinder 60° V-type engine has 
been specifically designed for 
chemical cooling and is rated 
at 1000 h.p. at 2600 r.p.m. 
Its use will enable the Army 
Air Corps to build military ships 
of great power and speed capa- 
ble of performing at high alti- 
tudes. In accordance with the 
modern: practice in aviation, 
Nickel Alloy Steels are used for 
various important stressed parts, 
including the connecting 
THE rods and crankshaft. 


INTERNATIONAL 
NICKEL COMPANY 


INC. NEW YORK, N. Y. 





Seattle ADA Moves to Im 


Amendments to Agreement 


Seek to End Overbidding| 


SEATTLE. In an effort to 


check overbidding that has aver- | 
aged over $65 per car, the Seattle | 
has | 


Automobile Dealers’ Assn. 
amended its appraisal bureau 
rules to establish a maximum al- 
lowance limit on used cars. 
Previously, under the control of 


the appraisal bureau, which has} 


been working successfully since 
its inception early in the year, 
there had been no 
what a dealer might allow on a 


used car in the first bid that he| 


submitted to the bureau. The 


mine the final figure 
lowed on any used car. 

Amendments to the 
rules, now in_ effect, 
follows: 


(1) No dealer may allow more for 
a used car than the selling price of 
said car as shown in the current 
issue of Northwest Used Car Values, 
less 7 per cent. In other words, if 
the used car is in perfect condition, 
the top price that can be allowed in 
any case by the original appraiser is 
7 per cent under the selling price in 
the current issue of Northwest Used 
Car Values. 

(2) The rule in Paragraph 1 ap- 
plies to models from 1937 down to 
1930 inclusive. On cars 1929 or 
older, the dealer may submit the 
book price, and it is not necessary 
on such models to deduct the 7 per 
cent in accordance with paragraph 1, 
or to estimate the repairs in accord- 
ance with paragraph 3. Where a 
ear is so.old that it is not listed in 
the book, then the dealer may allow 
the lowest figure in the book per- 
taining to such make of automobile. 

(3) Bureau will require that on all 
bids the estimated amount of repairs 
necessary shall be submitted to the 
bureau by each dealer. In other 
words, in order to arrive at the 
price which will be acceptable to the 
bureau (except old cars mentioned 
in paragraph 2), the dealer must 
ascertain the selling price in the 
current issue of Northwest Used Car 
Values, then deduct 7 per cent of 
such figure and then notify the 
bureau the dealer’s estimate of re- 
pairs necessary to place such auto- 
mobile in a saleable condition. After 
deducting the 7 per cent and the 
estimated repairs, the bureau will 
then record the remainder as the 
bid on the car, which figure shall be 
final. 

(4) No subsequent dealer may ex- 
ceed the figure of the original dealer 
on said car as arrived at in para- 
graphs 1, 2 and 3. 

(5) In the event the bureau is 
convinced that a dealer’s estimate of 
repairs is not a fair figure, the 
bureau reserves the right itself to 
check the automobile and 
the repairs, and in such case 
bureau’s estimate shall govern. 

(6) Each night at the close 
business, all original appraisals must 
be mailed in to the bureau on forms 
furnished by the bureau, showing 
the top price, less the 7 per cent, 
less the dealer’s estimate of repairs. 

(7) When this plan goes into ef- 
fect, it will no longer be necessary 
to record the buying price in the 
Northwest Used Car Manual, as has 
been the rule during the month of 
June. 

(8) All other rules governing the 
operation of the appraisal bureau 
as furnished the dealers, will re- 
main in full force and effect. 

(9) The following is an example 
of how the plan will operate: 

Any ’29 or older—top price in the 
book—deductions not compulsory. 

Cars 1930 or later—maximum 
selling price less 7 per cent 
Northwest Manual). 


are 


the 


of 


°37 Commercial Sales 


Up 84% at Studebaker | 


SOUTH BEND.—An increase 


of 84.3 per cent 


truck and commercial car sales 


for the first six months of 1937 | 


over the corresponding period in 
1936 was reported here today by 
Geo. D. Keller, vice-president 
charge of sales for the 
baker Corp. 

June was the fifth consecutive 
month during which 1936 marks 
have been topped, showing 
increase of 137 per cent over 
sales figures for June of 1936, 
Keller said. 


limit as to| be 





. | for calculating repairs. 
bureau, as in the past, will deter- | 
to be al-| 

| Car Values, trucks 
appraisal | 
as | 


estimate | 


of 
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Pedestrians Cited 
For Light-Running 
OMAHA, Neb. — “Pedes- 
trians who walk through a 
red light at street intersec- 
tions should be arrested 
and punished just as much 
as motorists who disregard 
stop lights, declared Judge 
D. E. O’Brien, at a weekly 
meeting of the governing 
board of the Omaha safety 
council. 


“The law makes the pen- 
alty for violation by a pe- 
destrian the same as for a 
motorist — not more than 
$100 fine, or not over 30 
days in jail,” the judge said. 


Give estimate on repairs. 
Example: 

Original dealer recording 
1935 Buick club sedan 

Book price 

Less 7 per cent 

Less repairs 


top bid 


on 


Maximum bid 
(Bureau records $600.) 
(10) The final figure as arrived at 
in accordance with these rules shall 
computed to the nearest mul-| 
tiple of five. 
(11) Retail on parts and $1 per 
hour on labor to be uniform method 





(12) Due to the unsatisfactory 
listing of trucks in Northwest Used 
will not be in- 
cluded in this amendment, but tem- | 
porarily will be handled as in the 
past. 


| 
|| John Vv. 


ATA Plans 4th Convention, 


9 


prove Appewme Oyen 


Truck Show in Louisville 


W ASHINGTON.—Plans for the 
|fourth annual convention of 
| American Trucking Assns., and 
| the first ATA Truck and Equip- 
ment Show ,to be held in Louis- 
ville, Ky., Nov. 15 to 18, got un- 
der way this week. 
Lawrence, 
manager of the national 


general 
associ- 


ation, announced that a prospec- 


tus showing the plan and condi- 


| tions of the show would be ready} 


|soon for distribution to exhibi- 
| tors. 

| Meanwhile, Lew Ullrich, 
| secretary-manager of the Motor 
|Truck Club of Kentucky and 
| general chairman of the conven- 
| tion committee, announced the 





i 


wer? 
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Se ber * - 
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* The new Willys is ALONE in its field. The 
only car that offers these substantial savings— 
payments save nearly $6 each—gasoline saves 
up to $7 monthly—price saves up to $119. 
While the new Willys creates a new low-price 
market, Willys offers more seating space than 
any of the next three higher-priced cars. For 
more than a decade millions have needed a car 
like the Willys. Willys has tapped that great 
market and the result is a sales volume away 





appointment of committeemen 
who will have charge of the ar- 
rangements for the convention. 


The convention executive com- 
mittee will consist of the follow- 
ing, all of Louisville: Lewis J. 
Benton, Kentucky Transport 
Corp.; D. M. Miles, Meeks Motor 
Freight; George V. Mercker, 
Eastern Truck Depot; Merle S. 
Denny, Denny Motor Transfer 
Co.; Morgan J. Parlin, Huber & 
Huber Motor Express; M. R. 
Buhner, Silver Fleet Motor Ex- 
press, Walter K. Coleman, Com- 
mercial Carriers; E. N. Androit, 
Trailmobile and Autocar; and 
William L. Stodghill, Kentucky 
Hotel. 


‘3310 37 my 


PRsem 


beyond most optimistic predictions. There is 
still some valuable territory available. Get on 
the Willys road to profit. Write or wire— 
Willys-Overland Motors, Inc., Toledo, Ohio. 


Willws 
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Denver Dealers Charge Un 


Service Group 


DADA Wage, Hour Offer 


DENVER.—For the past sev-| 


eral weeks members of the Den- 
ver Automobile Dealers 
have been working with union 
officials in an effort to arrive at 
a wage and working condition 
agreement. This week the associ- 
ation ran a half-page advertise- 
ment in local newspapers which 
was titled “Attention, Citizens of 
Denver! Denver Automobile 


Dealers Want the Public to Know | 
all the facts about the contro-| 
over | 


versy which has _ arisen 
wages and working conditions in 
their service shops.” 


cause this is the only way they 
have to get before the union 


membership details of the offer| 
Union officials | 
were extended the courtesy of| 
presenting their side of the con-| 
troversy personally at a meeting) 


they have made. 


of the automobile dealers. At 
that time, 
invited representatives 
dealers association to 
meeting of the union. The deal- 
ers accepted this offer, but it was 
immediately withdrawn by the 


union. 

“For two months the DADA 
has been negotiating with Capi- 
tol Automotive Lodge No. 606. 
Many of the demands made by 
the union were’ unreasonable. 
But the dealers submitted a 
counter proposal. This has been 
rejected by the union. No ques- 
tion of recognition of the union 


of 


Assn. | 


| time 


"he message further read: “It} make no discrimination on ac- 


is necessary for the members of | 
the Denver Automobile Dealers | 
Assn. to make this statement, be- | 





these union officials | 
the | 
address a| 
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Retuses 


is involved in this dispute. The 
dealers were willing to enter into 


a contract with the union. The} 


dealers have offered to: 

1. Increase wages 15 to 20 per 
cent, and pay a minimum of 85 
cents an hour to auto mechanics, 
machinists, body, fender, radia- 
tor, frame and axle repair men, 
auto electricians, welders, trim- 


mers and Class A painters; guar- | 
antee them a minimum of $30 a| 


week; sign a contract with the 


union for a five-day 40-hour week | 
with time and one-half for over-| 


and on national holidays; 


count of union membership. 


“But this does not satisfy union | 
leaders. They are demanding: A} 


minimum of $1 an hour; a guar- 

antee of $35 a week; 

shop; abolition of ‘piece work.’ 
“To get an accurate picture of 


the effect of the wage demands} 
made upon the DADA, you must| 


understand that there are three 
groups of employers of automo- 
bile mechanics in Denver. The 
association which consist of fifty- 
odd new car dealers is one group. 
The 150 independent garages and 
repair shops constitute another 
group. Approximately 200 used 
car dealers make up the third 
group. 

“Members of the DADA feel 
they are 
against because the group which 
they comprise is the only one 
against which the union is press- 
ing its demands. 

“Granting the wage demands 
of the union would put the mem- 


The measure of value of 
advertising in a newspaper 
is the honesty of the news 
that surrounds it. 


Trusting the news, people naturally 
trust the advertising. Which is the 
dominant reason why advertising in 
The Christian Science Monitor has 
proved successful for thousands of 


advertisers. 


The Christian Science Monitor is a daily newspaper 
for all the family, published by The Christian 
Science Publishing Society, at One, Norway St., 
Boston, Massachusetts. Its Detroit office is at 3-101 
General Motors Bldg. Other branch offices are in 


New York, Chicago, St. Louis, Kansas City, San 
Francisco, Los Angeles, Seattle and Miami. 


European offices are in London, Paris and Geneva. 


a closed | 


being discriminated | 


bers of the DADA practically out | 
of the business of servicing the 
cars they sell. They would be} 
| forced to increase their charges | 
|to such a point they could not 
| successfully compete with inde-| 
pendent garages. Anyone can see 
that. 

“One of the principal bones of | 
contention in the present dispute 
is the closed shop. Under the sys- | 
tem demanded by the union, 
every employe in the service! 
shop of every new car dealer in| 
Denver would have to be a mem- | 
ber of the union. This means that | 
any mechanic now employed who} 
is not already a union member | 
would have to pay the union for 
the privilege of holding his job. | 
He would have to join the union 
and pay dues, or look for an- 
other job. This is contrary to 
every American principle. 

“Members of the DADA do not 
believe that any workman should 
be compelled to buy his job from 
an individual or _ organization. 
| They do not believe he should 
| have to pay anybody for the} 
privilege of holding his job. 

“Freedom of employment is 
| just as valuable a human right 
as religious liberty. It is just as 
important as free speech. The 
automobile dealers take the posi- 
tion it would be just as wrong 
and just as unAmerican for them 
to require that their mechanics 
should all be members of a cer- 
tain church or one _ political 
|party, or that they all should 
have eyes of the same color, as it | 
would be to compel all to join a} 
certain union. 

“The closed shop not only dis- 
criminates against the individual 
freedom of workers but it robs 
the employer of the management 
of his own shop. If the members 
of the DADA were to grant the 
union demands, they would sur- 
render every vestige of control 
over their own shops. They would 
degenerate into mere payers of 
the payrolls and other operating 
expenses. They could not hire a 
mechanic. They could not even 
discharge one who was _ineffi- 
cient without the consent of the 
union. 

“True, the union demand ‘con- 
cedes the right of the employer 
to discharge any employe found 
guilty of dishonesty, willful negli- 
gence, insobriety while on duty, 
or incompetency.’ The difficulty 
is that ‘found guilty’ reservation. 
The union interpretation of this 





|of ability or 


| what encourages 





is that the employe complained 
against must be found guilty by 
the business agent of the union. 

“The union demand for aboli- 
tion of ‘piece work, flat rate, 


| bonus and so-called merit system 


as a basis for computing the pay | 
of any employes’ is one of vital 
concern not only to motorists but 
to the automobile mechanics 
themselves. To grant it would be| 
to penalize both motorists and 
the best mechanics. It would in- 
crease the cost of automobile re- 
pairs to the car owner and cut! 
down the earning ability of the 
capable mechanic. 

“If the ‘piece work’ basis should | 
be abolished, the earning capac- | 
ity of the best mechanic in any | 
shop would be cut down to the) 
level of the poorest. All incentive 
for improvement would be stifled. 
There would be no reason for a 
man to try to do better and 
faster work for he couldn’t earn 
any more than if he loafed along. 
If that brake to human progress 
had been applied in the caveman 
days, we would be living in caves | 
now, and the automobile never 
would have been invented. 

“Car owners generally under- 
stand there is a specified price 
for many types of the service re- 
quired for their cars and for 
much repair work. It has been 
figured out at the factory on the 
basis of the time the average 
good mechanic will require to do 
the work. Such work is done in| 
the service shop on what is 
known ‘as the ‘piece work basis.’ 





Of the flat price charge, the me- 
chanic gets 40 per cent of the 
labor charge and the shop oper- 


7 





ator furnishing the facilities | 
and equipment required, gets 60) 
per cenit. 

“Members of the DADA want} 
to be free to operate their shops | 
on either a ‘piece work’ or} 
straight hourly basis as may be| 
most advantageous to both their | 
patrons and their employes. 

“Why are the citizens of Den-| 
ver asked by the union to pay a 
wage scale 20 per cent higher 
than existing in a number of 
cities where living costs are con-| 
siderably higher than in Denver? | 

“To pny every automobile me-| 
chanic the same wage, regardless | 
industry or the} 
quality of his work would be to 
put a premium upon laziness and 
lack of ability. Every suit of 
clothes is not the same price. 
You don’t pay the same price for 
every pair of shoes, or every 
shirt, or any other article of 
clothing regardless of quality 
that you buy. Every automobile 
is not the same price and neither 
is every house. 

“Every worker in every indus- 
try does not draw the same wage. 
The practice of paying more for 
superior ability and of basing 
wages on producing capacity is 
ambitious em- 
ployes to make themselves more 
capable. 

“Members of the DADA want 
to pay a fair and just wage. They | 
insist upon fair treatment for'| 
both their patrons and their em- 


| ployes. Dealers cannot submit to 


wage demands which will forces 
them to make unconscionable de- 
mands upon their patrons. and 
which will compel them to dis- 
criminate against their most 
competent employes. And be- 
sides— 

“Denver automobile dealers 
cannot surrender the manage- 
ment of their service shops. 

“These dealers have not the 
slightest objection to collective 
bargaining. But, having invested 
their money and time and energy 
and whatever ability they have 
in a legitimate business, they feel 
that they not only have the con- 
stitutional right, but owe an obli- 
gation to the public, to continue 
to have some voice in the con- 
duct of their business. 

“This dispute over working 
conditions and wages is not 
merely a controversy between 
employers and employes. You, the 
automobile owner and prospective 
automobile owners, are vitally in- 


ion With Discrimination 


terested in it. It involves the cost 
of servicing and repairing your 
cars.” 

L. C. Thomas, Thomas-Hicker- 
son Motor Co., Dodge and Plym- 
outh agency, is president of the 
DADA, while Thomas Braden is 
secretary and general manager. 
According to Secretary Braden, 
the automobile dealers of Denver 
have put a lot of thought and 
hard work into the matter and 
are determined to work out a 
plan that will be of benefit to all 
concerned. 


Accessory Assn. 
Will Use Booths 


For Fourth Show 


CHICAGO.—Buyers are ex- 
pected from 32 states at the 
fourth show of the Automobile 
Accessories Assn., Aug. 9-13, at 
the Stevens Hotel here, according 
to R. G. Ames, secretary. The 
exposition will be a booth show 
for the first time since its incep- 
tion and will occupy all of the 
space available in the huge exhi- 
bition hall of the hotel. 


“For some time the directors of 


|the show have felt that the ex- 


hibitors would be more pleased 
with a booth show rather than 
the individual displays in the 
rooms of the hotel,” Ames said. 
“A vote was taken at the last 
showing early this year and the 
concensus favored the booth ar- 
rangement. It was thought that 
a booth show would facilitate the 
work of the buyer who could 
more easily inspect the samples 
and arrive more readily at his 
choice of merchandise. 

“Furthermore, it would also en- 
able the exhibitor to reach the 
buyer while the latter was mak- 
ing his rounds of the. displays. 
That our decision was favorably 
received is attested by the fact 
that we have sold more space 
than ever before and there will 
be an increase in the number of 
exhibitors.” 

The average booth will be 10 
by 10 square feet. Reservations 
may be made by addressing R. G. 
Ames, Stevens Hotel, Chicago. 

Prospective exhibitors are re- 
quested in making application 
space to specify any special ar- 
rangements they desire. 
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Modernization, Advertising Boost Lubrication Net 
15% Monthly Gain Shown - — a 


By Denver Distributor 


By IRA R. ALEXANDER | 


DENVER.—For the past fifteen 
years Tom Botterill, Inc., Hudson- 
Terraplane distributor here, has 
maintained a lubricating depart- 
ment in connection with its busi- 
ness. Three months ago, however, 
a change was made in this de- 
partment. The department was 
taken out of the “corner,” an at- 
tractive background built, and 
placed up front where it could be 
seen. 

“Since we made 
three months ago,” 


the change 
said J. L. 


Harrison, manager of the service | 


department, “business has _in- 
creased at least 15 per cent each 
month and it is still growing. 
There is money to be made in a 
good lubrication service depart- 
ment, but an automobile agency 
must give it proper attention in 
order to get best results. It also 
keeps us in better touch with our 
customers and it makes new cus- 
tomers for us.” 

The fact this firm has a good 
lubrication department is not all. 


| overlooked. Don’t 


card is good for one year with 
space for each month of the year. 
There is also space for what the 
customer had done so a complete 
record of each customer’s car is 
possible. These cards are kept 
handy in the service deaprtment 
office in a file especially prepared 
for that purpose. 


The Botterill firm also use di- 
|} rect mail publicity to keep busi- 
ness coming to the lubrication de- 
partment. For example, customers 


|of the department are sent this 


card a few weeks after the cus- 
tomer had his last car lubrication 
job done: “May we remind you to 
be thrifty? It’s now over a month 
since you drove out of our sta- 
tion with a smooth, easy-running 
ear fully protected against wear 
and needless repairs. 


“We mailed a reminder card a 
few days ago which you probably 
overlook the 
danger of friction and wear. The 
best protection for your car 
another complete Botterill’s Pre- 





Customers are not forgotten. 
Harrison has devised a filling | 
system, which is made to work| 
for the firm and its lubrication | 
department. A card 4x6 inches in 
size is issued. On this card is a 
place for the name and address 


scribed Lubrication. It’s a real 
thrift to keep your automobile at | 
its best. Drop in and get another | 
prompt, careful job. 


is | 





“May we remind you to have} 
your universals lubricated every 
12,000 miles, wheel bearings re-| 





together with the car license) 
number of the customer. Each! 


A 


@ EASY AND QUICK TO APPLY—Use brush, 
Spreads on surface easily as water, 
Dries in 20 minutes. 


feet per gallon. 


packed every 5,000 miles, shock | 


| out the customer is called on the | 


NEW FORMULA 


PRESERVATIVE-ARMOR for 


| that job. When a goodly number 





RUBBER and LEATHER 


sponge, or spray gun. 
coverage approximately 3,000 square 
NON-OXIDIZING. 


@ WATER REPELLANT—WEATHER RESISTANT—NON-TOXIC— 
INFLAMMABLE. NOT A PAINT. Does not chip, crack, or peel off 


like ordinary dressing or tire paints. 


stores original lustre. Interval 


tended. 
CLEAR OR BLACK. 


ideal for white side wall tires and 
times longer. 


Send for samp 
jobber or give 


APPLY TO TIRES, TOPS, 
OARDS, FLOOR MATS, LEATHER SEATS, TRUNKS, ETC. 


Prevents discoloration or bloom. Re- 
s between DRESSING UP greatly ex- 


RUNNING 
Clear, 
lasts many 


retreads. Beautifying effects; 


le; order through your 
us his name for dealer 


proposition and attractive display. 


Vanderbilt-Osbo 


rne Corporation 


Manufacturers’ Agent 


Raymond Commerce Bui 





ilding ... Newark, W. J. 


TERRAPLANE 


THIS MODERNIZED LUBRICATION department at Tom Botterill, Inc., Hudson-Terraplane dealer 
of Denver, has increased business throughout the organization. The set-up is backed by direct mail 
advertising that aids greatly in holding business won by the department. 





absorbers _ refilled 5,000 
miles.” 


Three days after this card goes 


every 


telephone to make sure he has 
received the card and read it. 
In speaking of this type of ad- 
vertising, Harrison said: “We 
know it brings business. Our ‘A 
Reminder’ card is brought into 
our shop by customers and they 
will point out the service they are 
interested in and ask us to do 


go to the trouble to bring the 





card with them we know this sort 
of publicity pays. On this par- 
ticular card we called attention 


you want 


to carburetor heat-control reset, 
transmission and differential 
greases changed to summer 
grades, repack wheel bearings and 
refill shock absorbers every 5,000 
miles and universal joints lubri- 
cated every 10,000 miles. The cus- 
tomers will say ‘I want 
carburetor heat-control reset, I 


didn’t know that was needed un- | 


til I got your card.’ 


“We have been using this type 
of advertising for some little time 


sition. Another thing some of our 
dealers are using this type of 
advertising for their 
department—in fact, 


to sell QUALITY 


in automobile trailers 


America’s finest trailers of today 
are found in the Fleetwheels- 


Coates’ line. 


Priced at $1500 and 


up, furnished in beautifully 
equipped standard models, cus- 
tom built orders solicited, they 
offer any dealer who is in the 


position to sell ‘‘class’’ 


trans- 


portation a trailer that is sound 


in design, in construction and in 
the financial responsibility and 


FLEETWHEELS-COATES 


backgroundof the company mak- 


ing it. Write for further informa- 
tion in regard to exclusive ter- 
ritories on the Eastern seaboard. 


trailer division of Fleetwings, Inc. 


BRISTOL PENNA. 
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“iomtiemeees STANDARD 


OF THE 
INDUSTRY 


DIVISION OF BORG-WARNER CORPORATION 


this | 





lubrication | 
we furnish | 





them with the cards. Those that 
do use it are getting results and 
some of them are drawing in 60 
per cent of their new and used 
car purchasers. That is a good 
record and is a big boost for the 
advertising plan. Those that are 
not using it are not getting nearly 
so many grease jobs.” 

“The lubrication department is 
a detail of an automobile agency,” 
said Harrison, “and this detail 
needs attention the same as any 


| other d , st work 
and have found it a paying propo-| other department. You must wor 


out a system and adhere to that 
system in order to get results. Ad- 
vertising will bring customers but 
you must back up that advertis- 
ing with attractive surroundings 
and the best of service. There is 
too much competition today for a 
customer to put up with poor 
work done in an uninviting place.” 


Fair Trade Act 
For Wisconsin 
Gets New Teeth 


MADISON, Wis.—Bills 205-S 
and 206-S, strengthening the regu- 
lations of automobile dealers and 


| finance companies, were approved 


Philip F. La 
effective 


July 13 by Gov. 
Follette and became 


| July 14 with their official publi- 
| cation. 


The first gives the banking 
commission power to require in 
applications for licenses for mo- 
tor vehicle dealers, salesmen or 
sales finance companies informa- 
tion relating to the applicant’s 
solvency, his financial standing or 
other “pertinent matter commen- 
surate with the safeguarding of 
the public interest in the locality 
in which said applicant proposes 
to engage in business, all of 
which may be considered by said 
commission in determining the 
fitness of said applicant to en- 
gage in business as set forth in 
this section.” 

The other bill prohibits auto- 
mobile manufacturers from co- 
ercing dealers to accept delivery 
of vehicles or accessories not or- 
dered by them; from coercing 
dealers into entering into any 
agreement with the manufacturer 
or from cancelling the dealer’s 
franchise unfairly, “without due 
regard to the equities of said 
dealer and without just provoca- 
tion.” 

The governor also signed a bill 
increasing the road marking and 
safety appropriation of the state 
highway commission from $100,- 
000 to $150,000 annually. 





NASFC Survey Shows Risi 
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1.64 Used Vehicles Sold 
For Every New Car Sale 


(Continued from Page 1) 


The ratio reached its peak of 


185.9 per cent in 1932. 


Stated otherwise, the dealer last | 


year had to be prepared to take 
in 1.64 used vehicles for every 
new one sold. 

During 1936, states the anal- 
ysis, 10,606,000 motor’ vehicles 
were sold, of which 4,016,000 were 
new and 6,590,000 used. Of this 
total, 
were sold on instalments. The 
high point in financing was 
reached in 1926, when the per- 
centage stood at 65.2. The all- 
time low of 49.7 per cent was 
established in 1932. 


Explaining its method of com- 


Ford Will Build 
61 Coke Ovens 
At Rouge Plant 


DEARBORN, Mich.—Ford Mo- 
tor Co. has awarded a contract to 
Koppers Co., of Pittsburgh, for 
construction of an additional bat- 
tery of 61 coke ovens at the Rouge 
plant, it was announced this week 
at the Ford home offices here. 

Cost of the new ovens and ac- 
cessory equipment will run to $1,- 
750,000, the 
The Koppers contract totals ap- 
proximately $1,200,000 and covers 
construction of the ovens above 





the foundations, as well as the in- | 
stallation of the accessory equip- | 


ment. 

The new coke oven 
intended to amplify 
plant supply of fuel 


the 
gas, 


Rouge 


to feed melting and heat treating 
furnaces. The battery will increase 
the present available supply of 25 
per cent to some 40,000,000 cubic 
feet daily. 

In addition to gas production, 
the new ovens will yield 1,125 tons 
of coke for blast furnace and 
other fuel requirements daily as 
well as substantial quantities of 
coal tar by-products, increasing 
the present yield of these products 
by some 25 per cent. 


Pontiac to Begin 
New Sales Drive 


PONTIAC.—“Full speed ahead” 


will be the slogan of Pontiac 
dealers and salesmen during a 
summer sales drive just an- 
nounced by C. P. Simpson, gen- 
eral sales manager. 
Many valuable prizes 
auctioned off at the close of the 
contest when all salesmen, 


son said. 

Running from July 11 to Sept. 
10, the sales drive is designed to 
keep sales at the record-breaking 
pace set the first half of this year. 


Each new and used car sale 


will win for the salesmen a speci- | 
“jamboree” | 
money. Half of this money will | 


fied amount of 
be sent to the salesman and half 
will be retained by the 
“bank” 
“jamboree.” 

wallets, etc., 


Bank-books, 


each zone will stage a huge cele- 
bration with a banquet and a va- 
riety of entertainment. 


be held,. each dealer bidding for 
numerous valuable* prizes with 
his jamboree money. A profes- 


sional auctioneer will conduct the 


sale. 


The Union of South Africa is the 
greatest. importer .of | American- 
made automobiles. 


6,301,000, or 59.4 per cent, | 


After | 
this, an old-fashioned auction will | 





announcement said. | 





battery is | 


great | 
quantities of which are required | 


will be| 


deal- | 
ers and sales-managers who qual- | 
ify will take part in “Jamboree” | 
celebrations in each zone, Simp-| 


zone | 
to be distributed at the| 
special | 
have been distrib- | 
uted. At the close of the drive| 





puting totals, Time-Sales Financ- 


| ing says: 


“Down through the year 1925 
the figures for new cars sold are 
production less exports, plus im- 
ports. For subsequent years these 
figures are registrations of new 
passenger cars, trucks and buses. 
We believe they represent retail 
sales more accurately than do 
figures based on production and 
have, therefore, used them for 
the period for which they are 
available.” 

Regarding the used car data, 
it is stated that the figures were 
compiled from reports made by 
large .numbers of automobile 
dealers. 


Look into the Hyatt laboratories. See 
endurance tests running day and 
night, simulating every sort of nor- 
mal and abnormal bearing operating 
conditions. Speeds, shocks, loads, 
temperature, wear, and care—dupli- 
cated and studied in an endeavor to 
add more priceless operating hours 
to the already acknowledged long- 
life span of Hyatt Roller Bearings. 








Iowa Still Debates 
2% Used Car Levy 
DES MOINES (UTPS).— 
Whether used car dealers 
in Iowa pay the 2 per cent 
tax on the sale price of a 
used car when sold is still 
undecided. About a month 
ago the chairman of the 
state board of assessment 
and review ruled that be- 
ginning July 1, the dealers 
pay the 2 per cent tax on 
the sale price of a used car 
instead of only on the dif- 
ference between the trade- 
in value and the sale price. 
Before the ruling was to 
go in effect, Gov. N. G. 
Kraschel asked that it be 
temporarily suspended un- 
til it had been given further 
consideration. 





Painstaking research, incessantly car- 
ried on by Hyatt engineers, to im- 
prove design, manufacturing mate- 
rials, and application methods. No 
wonder these enduring bearings built 
by Hyatt craftsmen for motor cars, 
farm machinery and industrial equip- 
ment serve so well. Hyatt Bearings 
Division, General Motors Corpora- 
tion, P. O. Box 476, Newark, N. J. 


ng Used Sales Ratio 
|| Used Sales, Stocks Drop 
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In San Antonio in June 


ANTONIO. While unit 
turnover of used cars here in 
June dropped about 3 per cent 
from the May figure, value turn- 
over was up about 10 per cent, 
and stocks on hand at the end of 
the month were down as com- 
pared with May 31, according to 
the San Antonio Automobile 
Trade Assn. 

In its monthly survey computed 
from the reports of 18 member 
firms, the association lists 1,281 
units sold in June, against 1,313 
in May, and 1,443 for June, 1936. 
Units on hand at the end of May 
totaled 1,632, giving a unit turn- 
over percentage of 78 per cent, 
against 81 per cent for May and 


SAN 


, 108 per cent for June, 1936. 
Stocks on hand at the end of 
| June totaled 1,613, with a total 
| value of $399,790, and an average 
value of $248 per car. Total value 
|of cars on hand at the end of 
May was $432,007, averaging $265 
per car. The comparative figures 
|for last June were $318,082 and 
$281, the survey reports. 

Value of the cars sold in June 
reached $347,084, against $353,922, 
|for a percentage increase from 
| 83 per cent to 93 per cent. Cor- 
responding figures for June, 1936, 
were $353,858 and 104 per cent. 

Average value was the same in 
May and June — $270, against 
$266 last June. 
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ROLLER BEARINGS 





Grant Outlines Factory 
Policies Toward Dealers 


(Continued from Page 2) 


dising activity that permits of 
reasonable allowances for used 
cars rather than excessive al- 
lowances; to improve service effi- 
ciency to the customer; to dis- 
courage ‘poaching’ on the other 
fellow’s territory where it is 
found a dealer is so inclined; to 
build increasing strength into the 
individual dealership and the or- 
ganization as a whole; to develop 
operating policies in general that 
are conducive to good business 
practices and public welfare.” 

Grant spoke on “Present Day 
Factory Dealer Relationships,” 
saying he was interested in talk- 
ing to members because the as- 
sociation “has been most aggres- 
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PAA Opposes Further Diversion of Gasoline Taxes 


sive in pushing forward the idea 
that the retailing end of the 
automobile business needs atten- 
tion from manufacturers and 
from legislators.” 

He said he was also interested | 
“because you have just put | 
through your legislature a most 
interesting piece of legislation 
which is an attempt ‘to regulate 
the retailing of automobiles, par- 
ticularly in regard to used car 
trading. 

“As far as I am concerned 13 
have no objection either to your} 
past aggressiveness or the legis- 


& 





lation which you have _ just 
passed,” Grant continued. “How- | 
ever, I do have a great deal of | 


in how this legislation 
administered and how 


interest 
will be 


| beneficial it will be to you. But 


there is no use speculating on 
this as the facts will be avail- 
able to everyone in due time. 

“Regardless of legislation, 
(General Motors) feel there 


tionship between the manufac- 
turer and the dealer,” the Detroit 
man said, adding that they are 
“looking its distributive prob- 
lems in the face and have set 
up the proper machinery with 
which to foster a better relation- 
ship than has existed in the past 
between itself and its dealers.” 
Grant blamed the following for 
dissatisfaction between dealer 
and manufacturer: 
‘| Placement of too many deal- 
ers in an area as compared 
with the potential for business. 
¢) Production of too many 
new cars. 


“ 


we | 
is | 
great need for an excellent rela-| 





“e~« 


Dissatisfaction with the can- 
e cellation clause in the con- 
tract. 


“ 


Cross selling, and overbid- 

ding on used cars.” 
He explained the steps his con- 
cern has taken to overcome these 
problems in the past three years, 
and speaking on overbidding re- 
marked, “You now have a law 
designed to give you relief on 
this very important problem. If 
the conduct of your business and 
the policies laid down by your 
company tend to alleviate the 
conditions of overbidding, your 
legislation will have a_ better 
chance to be effective than if 
you are contending with an ag- 
gravated condition. Consequently 
regardless of your legislation, I 
feel that just as much work 
needs to be done on this problem 
by you and by manufacturers as 
should be done if no legislation 
existed. I should like to point out 


“Elementary, my dear Watson” 


all 


MOHAIR V 


---He 


doesn’t ride 


on Mohair Velvet! 


YOU NEEDN’T BE A DETECTIVE to spot the man 


who rides on Mohair Velvet! This upholstery is kind 


to clothes, as the speedometer rolls up the miles! 


That’s a strong point to impress on a prospect when you’re 


showing a car upholstered with Mohair Velvet. This type of 


fabric has an erect, low pile that is skid-proof...shine-proof... 


easy on clothes. It raises the passenger a fraction of an inch off 


the seat. That fraction of an inch allows air to circulate under- 


neath him, for a cooler ride! 


When you’re showing Velmo Mohair Velvet, you can add to 


your sales-story Velmo’s rich beauty, its ventilated back that 


ELVET 


you'll generally clinch the sale! 


(fase 


breathes to adjust air-pressure in the seats. Then top all of that 


with the proverbial long wear of this fine mohair velvet...and 


L. C. CHASE & CO., Inc., Selling Division of Goodall -Sanford Industries, 295 Fifth Ave., at 31st St., New York City 





that no amount of legislation will 
make a poor used car operator 
into a good one. Neither will it 
make a careless manager into an 
attentive manager. 

He urged dealers to spend 
three-fourths of their time on the 
used car business because some 
dealers’ net profit is wrapped up 
there, claiming that used cars 
needed the individual attention of 
the dealer—for checking by the 
dealer, inspection by him, price 
okayed by him, and his study if 
it does not move in a reasonable 
length of time. 


“I believe this is just as true 
whether you have legislation or 
not,” he remarked. 


Grant then went on to the sub- 
ject of a profit in the retail end 
of the business and the work 
done by his concern to study the 
topic. 

“A great many people are un- 
der the misapprehension that 
the automobile manufacturer has 
the majority of capital that is 
‘ied up in this great American 
industry,” he stated. “Nothing 
can be further from the truth. 
The automobile dealer with his 
capital invested in _ buildings, 
payrolls, advertising, and so forth 
has in reality by far the larger 
investment in the automobile in- 
dustry.” 

During his talk Grant claimed 
that the industry presents one of 
the best opportunities for making 
a return on invested capital. He 
contended that the used car is a 
boon, not a problem, because peo- 
ple trade them before they are 
worn out which places before the 
public cars at all price levels. 

Diversion of motor fund mon- 
ies was attacked by Grant in a 
statement in which he said “the 
public now uses 24,000,000 pas- 
senger cars and there is no rea- 
son why we should not have 35,- 
000,000 on the roads in years to 
come. However, if we are to have 
this number of vehicles, it is im- 
portant that they should be taxed 
equitably and that the tax money 
be used to build the roads we will 
need. Any diversion of tax money 
to other purposes, as long as 
more and better roads are need- 
ed, would be an impediment to 
the sale of automobiles and 
therefore to the prosperity of 
America.” 

The association unanimously 
adopted a resolution against the 
practices of diversion of motor 
vehicle funds as practiced in the 
state, holding it unfair to spend 
special motor vehicle taxes and 
fees for any purpose other than 
for the construction and main- 
tenance of highways. 

The sponsor of the much dis- 
cussed new commission law, Sen. 
Bernard B. McGinnis, Allegheny 
Co., speaking at the opening ses- 
sion, stated that “when this pro- 
posal was put-up to me to put 
through a_ regulatory bill, I 
thought it could not be done,” but 
through “the stick-to-it-iveness 
of the association, it was pushed 
through and passed.” 

“Your experience with the 
NRA is credited with the basis of 
the present bill,’ he remarked. 
“After you worked under it for a 
year you saw the good effect of 
it. I think that’s the basis for 
Senate Bill 815.” 

Sen. McGinnis predicted that 

(Continued on Page 15, Col. 1) 
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—prefer The Lenox be- 
cause of its convenient 
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rooms, excellent service 
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Write for free AAA road map and 

folder containing handy map of down- 
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Dealer Co-operation Needed 


To Sell Act to Public 
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dealers would find 
faced with court battles over the 
law. Similar experiences came 
from regulatory laws governing 
the insurance, milk and other 
businesses. 

He said he was of the opinion 
that there were not three per 
cent of the dealers in the state 
opposed to the new measure and 
that the hearing in the senate 
was the best ever held in Harris- 
burg. 

“Tt made an impression on the 
members of the legislature,” he 
added. You were fair—you didn’t 
ask for too much.” 

A complete explanation of the 
new law which came under so 
much consideration during the 
convention was given by R. C 
Jones, Reading Packard dealer 
and a director of the association, 
who said that because public re- 
action will play an important 
part in the success of the law it 
should not be referred to as the 
NRA for the reason “it’s not the 
NRA.” 

He told members that it has 
been referred to in the press as a 
“Little NRA” and as a “rubber 
crutch.” The latter appeared in 
an editorial entitled “Utopia?” in 
ADN, questioning the law, and a 
resolution was adopted condemn- 
ing the editorial, stating the law 
was undoubtedly misunderstood 
and misconstrued by the writer. 

Jones said that by the refer- 
ence the fact was recognized that 
the automobile dealer is some- 
what crippled and needs some 
such support. 

“Most of us who worked in be- 
half of this piece of legislation 
are conscious of the fact that our 
biggest job is yet before us,” said 
E. H. Newmeyer, Pittsburgh, 


secretary and assistant treasurer, | 


Cadillac-LaSalle Co., 
legislative 


Eierman 
and secretary of the 
committee of the PAA. 

“We realize that unless 


lowa Inspection 


Laws Tightened 


DES MOINES (UTPS).— More 
rigid requirements for car inspec- 
tions became effective July 1, for 
city car tests, as the result of 
changes in the motor vehicle laws 
for Iowa which took effect on that 
date, have been announced by Ed 
Gunton, assistant manager of the 
station. 


The new requirements are: com- | 
pulsory windshield wiper, efficient | 


muffler, rear view mirrors or side 


mirror which provides a view to| 
the rear and that the car have no 


sign, card or sticker on the wind- 
shield other than the official sea’ 


showing the car has been tested | 


and approved. 


Cars, both pleasure and trucking, | 


if holding a Polk County license 
are required to pass inspection 
tests on brakes, lights and other 
safety devices twice a year. 


Kansas City Chrysler 
Dealers Visit Factory 

DETROIT.—Eighty Chrysler 
distributors and dealers from the 
territory of the Chrysler Kansas 
City Co. will arrive here Monday 
morning for a two-day visit to 
the factory followed by a drive- 
away of 72 cars. 

The visitors willl arrive on a 
special train over the Wabash 
and will be quartered at the 
Detroit Leland Hotel. Monday 
morning and afternoon will be 
spent in inspecting various 
Chrysler activities in Detroit in- 
cluding the Engineering Build- 
ing, the Plymouth plant and 
forge plant. In the evening there 
will be a dinner and entertain- 
ment at the Detroit-Leland, with 
the Chrysler; Division as host and 
Joseph W. Frazer, director of 
sales, presiding. 


themselves | 





the | 





governor appoints a commission 


of capable automobile men, such} 


as you men have requested him 
to do, this bill may not be as 
successful as all of us_ had 
hoped,” he said. “However, in 
view of the fact that we have re- 
ceived such splendid co-operation 
so far, you may get the commis- 
sion you asked for. “After the 
commission is appointed, the suc- 
cessful administration of the law 
depends on you. You must do 
your part to arouse favor in local 
communities, pointing out how it 
benefits the general public and 
not the dealer alone.” 


In his discussion held after the 
reading of the law, it was pointed 





| out by Newmeyer that dealers in 
|} small towns can be appointed ap- 
praisers; that a dealer can be 
fined by the commission, forfeit 
his bond and lose his license; a 
| dealer not complying with the 
act will not be a dealer very long 
because the law has teeth; only 
difference that could possibly be 
made in the case of two apprais- 
als on the same car would be in 
| the cost of dealers in recondi- 
tioning it to make it safe, and 
that a group of dealers in a small 
town can get together and ap- 
point an appraiser. 

“Sales Management Illiteracy’ 
was the topic of an address given 
at the Tuesday morning session 
by H. Lee Bogardus, wholesale 
manager, Packard, Inc., Phila- 
delphia. 

Edward Payton, well known 
Cleveland market analyst, pre- 
dicted that the United States is 
due for a “sharp and nasty” de- 
pression in midsummer or early 





Operates on Utterly 


New Principle 


No Waiting for Motor 


to Warm Up 


Easy to Install— No 


Hose Cutting 


Amazing 


ay 


| 
autumn of 1939, but added “the | 
prediction is off in the event of | 
a world wide war or a general | 
monetary inflation.” 
He presented a 
ness management 
attacked excessive governmental | 
control of business’ enterprise 
saying, “no outside source should 
have the right to indicate what 
margin of profit any business 
should make. 


plan of busi-| 
to dealers and 


| “I haven’t read your law,” he 
| added, “but I don’t believe your 
| law is going to change things 
fundamentally.” 

In addition to Turner, other of- 
ficers elected were: R. C. Keller, 
York, De Soto distributor, secre- 
tary-treasurer; Claude S. Klugh, 
Harrisburg, manager, and W. H. 
Brearley, Ardmore, counsel. 
| Newly-elected directors are: 
Edw. Sahl, Beaver Falls, Chevro- 
let dealer, three-year term; R. C. 
Frantz, Wilkes-Barre, Ford, and 





| Loughead, 


| BE. 
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Chas. M. Ruhe, Allentown, Olds- 
mobile, two years; Roy Stauffer, 
Scranton, Chevrolet, and C. R. 
Chester, Pontiac, one 
year. Directors re-elected are: W. 
U. Mussina, Williamsport, Dodge; 
R. Williams, Clearfield; Guy 
Woodward, Washington; Chas. L. 
Day, Pittsburgh, Willys; Harry 
Wiggins, Lancaster, Chevrolet; 
and Ray Erwin, Philadelphia, 
Chevrolet, three years; E. T. Sat- 
chell, Allentown; M. M. Ross, Oil 
City; R. C. Jones, Reading, Park- 
ard; and Earl Stoyer, Schuylkill 
Haven, Oldsmobile, Cadillac-La 
Salle, directors-at-large, one year. 

Directors will select the time 
and city for the 18th annual con- 
vention of the PAA at a later 
date. 

An informal program was pre- 
sented at the annual banquet on 
Monday night at which Judge 
Howard W. Hughes acted as 


toastmaster. 
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Means MORE Sales and MORE Profits 


Different In Style... Speed... And Principle! 
BURNS GASOLINE In Patented Sealed Metal Chamber! 


EW speed—new comfort—new satisfaction 


for your customers! . . 


. New, easier, better- 


paying heater business for you dealers! That’s what 
this sensational new Stewart-Warner South Wind car 


heater means! 


Because there’s nothing like it on the market. It 
looks different—works a brand new way 
—heats faster and hotter. I burns gaso- 
line in a patented sealed metal chamber — 
heats in 90 seconds—at an avearge cost 
of only 5% of a cent an hour! And it car- 
ries the famous safety seal of Underwrit- 


ers’ Laboratories, Inc. 


Operation is simple. A single control 
turns the heater on and off and regulates 
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cuit 


Wind 
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CAR HEATER 


att 
ster | 
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> 


temperature. An e’eciric igniter lights the heater — 


then shu's off auloita ically, so there’s no heavy 
drain on the battery. Installation is simple, too— 
with no hose cutting, no thermostat trouble, no tam- 
pering wiih the car's cooling sys'em. 


A smashing advertising campaign in The Satur- 
day Evening Post, Collier’s and other 
magazines will bring customers to you 
already sold on this sensational new 


Stewart-Warner South Wind heater. 


Be 


ready! Mail coupon now for full informa- 
tion and name of nearest jobber. 
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@ Vacuum from intake manifold sucks gasoline into sealed 
combustion chamber, pulls hot gases through finned radi- 
ator, and draws all fumes out through engine manifold. 


STEWART-WARNER CORPORATION 
1878 Diversey Parkway, Chicago, Illinois 


Dept. G 


Please send me further information on South Wind car heater, 
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Complete 


Following is the complete text of | 
Pennsylvania's new motor vehicle 
dealers’ commission law, senate bill | 
815, which creates an automobile 
dealers’ commission, an appraisal | 
system, regulates the sale of both new 
and used vehicles, and requires the 
licensing of all dealers and salesmen: 


ACT NO. 461 
MOTOR VEHICLE DEALERS’ 
COMMISSION LAW 

(Senate Bill 815) 

AN ACT 
to motor vehicles, new 
motor vehicle dealers’ commission, | 
jurisdiction powers and duties, 
providing for approved motor 


establishing their powers and 
trade-in allowance, | 


Relating and used; | 


creating a 
establishing its 
and creating and 
vehiele appraisers, 
duties. Regulating the sale, 
appraisals, and information furnished the Com 

monwealth on motor vehicles, new and used; 
and establishing regulations concerning speed- 
ometers; authorizing the Commission to establish 
periodical prices for used motor vehicles, either 
sold or traded in; establishing the appraisal 
value of motor vehicles, new or used, either for | 
sale or used, trade in allowances; providing for 
the licensing of motor vehicle dealers and sales- 

men, and approved motor vehicle appraisers, 
and the payment of fees therefor; authorizing 
examination of the business papers and affairs 
of, and requiring the filing of reports by li- 
censees; authorizing and empowering the Com- 
mission to hold hearings, and to issue rules 
and orders, and the issuance of subpoena by 
the Commission, or its agents, and conferring | 
jurisdiction upon the Courts punish con- 
tempts, or to prohibit violations of orders of 
the Commission; providing for appeals to the 
Courts from decisions of the Commission; im 
posing penalties and making appropriation. 


to 





Preamble 


unjust destructive 
practices 
the sale 
used in 
vehicle 


unfair 
uneconomic trade 
now carried on in 


Whereas Unsafe 
demoralizing and 
have been and are 
and resale of motor vehicles new and 
this Commonwealth whereby the motor 
industry in the Commonwealth and the safety 
of motor vehicles on the highways and the 
safety of the inhabitants of the Commonwealth 
using the various highways are imperiled and 
Whereas Such conditions constitute a danger 
the health industry safety and welfare of 
the inhabitants of the Commonwealth and 
Whereas It is necessary to protect the well 
being of the inhabitants of the Commonwealth 
to promote the public welfare and 
Whereas The motor vehicle industry 
of the paramount industries upon which 
prosperity of the Commonwealth to a larg 
tent depends and an industry affected 
public interest and 
Whereas the present 
tions being in part the 


to 


is one | 


the 
ex 
| 


is by a 


condi- | 
severe 


economic 


of a 


acute 
consequence 


Coming Events | 


AUGUST 


15—Akron, 0, All-American Soap Box Derby 
SEPTEMBER 


SAE 


$-17—Akron. Tractor 
Meeting 

29-Oct. |—Chicago. SAE 5S 
Transportation Meeting 

30-Oct. 1—Tulsa, Okla. SAE Fuels and la-| 
bricants Regional Meeting. 


Section Regional 


gional 


ction R 


OCTOBER 


Angeles, Ambassador Hotel, SAE 
National Aircraft Production Meeting. 


7-17—Paris. Automobile Salon 
44-23—London, Automobile Exposition. 


27-Nov.3—New York. National Automobile 
Show. 


27-Nov. 3—Toledo. Automobile Show. 


28—New York, Commodore Hotel. 
nual Dinner. 


8—Milan, Italy. International Aut 
bile Salon. | 


| 
30-Nov. 6—Boston. Automobile Show. 
30-Nov 7—Los Angeles. Automobile Show. 
30-Nov. 7—San Francisco. Automobile Show. 
31-Nov. 6—Cincinnati. Automobile Show. 


7- 9—Los 


| 
| 
SAE An- | 


28- Nov. 


| 
NOVEMBER 


4-13—London. Commercial Automobile 
6-11—Omaha. Automobile Show. 
6-12—-Akron, 0. Automobile Show. 
6-12—Columbus, 0.—Automobile Show. 
6-12—Newark. Truck Show. 
6-13—Brooklyn. Automobile Show. 
6-13—Buffalo. Automobile Show. 
6-13—Chicago. Automobile Show. 
6-13—Detroit. Automobile Show. 
6-13—Indianapolis. Automobile Show. 


6-13—Newark, N. J. Automobile Show. 
6-13—Philadeiphia. Automobile Show. 
6-13—Pittsburgh. Automobile Show. 
6-13—Toronto. Automobile Show. 
8-13—Des Moines. Automobile 
42-20—Glasgow. Scottish Internationa) 
mobile Exposition. 
13-20—Baltimore. Automobile Show. 
{3-20—Rochester. Automobile Show. 
13-20—Cleveland. Automobile Show. 
14-20—Springfield. Automobile Show. 
14-21—St. Louis. Automobile Show. 
44-21—Portiand, Ore. Automobile Show. 
15-18—Louisville, Ky. ATA Truck 
ment Show. ATA convention 
15-20—Denver. Automobile Show. 
15-20—Jersey City. Automobile Show. 
15-20—Ottawa. Automobile Show. 
17-24—-Milwaukee. Automobile Show. 
20-27—-Montreal. Automobile Show. 


24-Dec. 1—Kansas City. Automobile Show. 
27-Dec. 4—Kansas City, Mo. Automobile Show. 


Show 


Auto- 


and Equi; 





DECEMBER 


%-10—Flint, Mich. SAE National 
Meeting. 


Production 


oe 


| working 
} and 


| it 


| praisals of new and used motor vehicles in the | 
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| partnership 


| unincorporated 
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Text of New Pa. Dealer Licensing Law 


the prices al 
vehicles by dif 
the orderly 


between 
motor 


increased disparity 
and paid for used 
dealers has broken down 
trade-in and market of used motor ve 
has tended to lower wages lengthen 
hours and encourages misrepresentation | 
seriously impaired the support- | 
motor vehicle industry and places the 
particularly those in the small in 
in the Commonwealth in jeopardy 
safety of the vehicle and 
the vehicle and 


and 
lowed 
ferent 
sale 
hicles 
has assets 
ing the 
inhabitants 
brackets 
to 
of 


come 
both 
the 


as as to] 


value 


Unsafe Vehicles 


necessary to remove 
unsafe motor vehicles from the highways pre 
vent fraud and prevent padding of finance 
charges and insurance charges 
Section 1 Be it enacted by 
House of Representatives of the 
of Pennsylvania in General Assembly 
hereby enacted by the authority 
That in the of the police power 
Commonwealth and to protect public 
health and welfare it is hereby declared 
the sale and trade-in allowance and ap 


Whereas Legislation is 


the Senate and 
Commonwealth 
met and 
is of the 
same exercise 
of the 
safety 
that 


affected with the 
the public health 
hereby declared to be the 
this act shall be a 
measure for the purpose of regulating and con- 
trolling the sale and re-sale of motor vehicles 
new and used for the protection of health safety 
and welfare of the inhabitants thereof 

Section Short Title This act shall be known 
and may be cited the ‘Motor Vehicle 
Dealers’ Commission Law’’ 

Section 3 Definitions The 
shall be construed in this act to have the fol 
lowing meanings except in those instances where 
context clearly indicates otherwise 

‘“‘Board or Commission’’ means the 
agency created by this act to be known 
**Motor Vehicle Dealers’ Commission"’ 

‘*Licensee’’ means a licensed motor vehicle 
dealer salesman or State approved appraiser 

*‘Motor Vehicle’’ means any conveyance pro 
pelled by kerosene oil or gasoline motor or 
engine used for highway, transportation includ 
ing passenger automobiles and trucks up to and 
including one and one-half tons rated capacity 
excluding busses and motor cycles 

**Motor Vehicle Dealer’’ means 
corporation or co-partnership 
handling for an individual corporation or 
motor vehicles used or new for sale 
includes any individual corporation | 
limited partnership or any other | 
enterprise owned by two 


business 
affecting 


Commonwealth is a 
public interest and 
and safety and it 


legislative intent 
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that 
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following terms 


State 


as the 


individual 
or 


an 
purchasing 
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**Person”’ 
partnership 





or | 
more individuals 
“Salesman” 
or or 
vehicle dealer 
**Appraiser”’ 
by the 
vehicles 


for | 


motor 


works 
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who 
for 


means any 
motor 


person 
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sells 


who 


appraise 
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Commonwealth 
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to used 


motor 


Demonstrators | 
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means any motor 
use for a period of not 
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And there hereby 
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NEW PASSENGER CAR REGISTRATIONS 


exception of New Jersey, supplied by New Jersey Motor List Co., ana Metropolitan New York area which are compiled by Sherlock & Arnold. 
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1397 


37] 17 


22 


10 
18 
15 
55 
34 
119 
97 
154 
129) 
62) 
49 


371 1941; 1699 
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195| 
395| 
501] 
315 
325 
201 
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227| 
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811) 


1027] 


1729 | 
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239] 
156] 
6479 | 
6885 | 
696 | 
811] 
2102 | 
2216] 
1848 | 
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154] 
115] 
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928] 
263 | 
323 | 
7251 
750 
5231 
198] 
3721 
141] 
461 | 
459] 
14061 
1601] 


FORD GROUP 
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511| 
418 
398) 
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414| 
400) 
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650! 


25341 
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1174] 
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2206| 
666 
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252 
179 
57751 
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1033 | 
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2264 | 
2161] 
1904 | 
756] 
161] 
1| 161] 
27, +1516] 
10! 1098] 


8} 519] 
5| 123] 
8 406 | 
10) 186 | 
14, 877] 
5| 574] 
12} 4901] 
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12| 412] 
27 
6; 1162] 
39| 2041 
30) 22361 
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11 
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52| 


9) 


3 
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495| 207361 
270| 197421 


12301 
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1584 
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119 
103) 
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289) 
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74 
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82 

62 
227! 
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373) 
392 
265 
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634 
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897 
388) 
534 
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1210} 
1896 
1751 
3421) 
524| 


772| 


‘ 


236| 26918 
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20| 
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6) 
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32 
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41) 
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95 
58| 
46| 
85| 
87 
84 
237 
2738 
450 
714 
198 
258 
4261 
5084 
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484] 
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224 
175 
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2113 
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_11265 
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759 
2643 
4219 
3343 
1239 
239 
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408 
789 
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2583 
3092 
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1261 
1421 
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Complete Text of New Pa. Dealer Licensing Law 


© — ener - —_ - = 


(Continued from Page 16) Ten dollars ($10.00) shall be paid at the time| dealers or salesmen from residents of this | permission to sell the motor vehicles he has on/| list selling price of the additional accessories 
application is made and the additional fifteen | Commonwealth - hand for less than the price heretofore estab- | or equipment itemized the transportation amount 
appraisers’ certificate among other things the dollars ($15.00) shall be paid in the event (d) If less than twenty-five (25) motor ve- | lished setting forth in his application all the|and shall state that all these items have been 
forms shall require the applicant to set forth the applicant is certified : hicles of any particular type model year or | facts surrounding the motor vehicles he has on | paid for by the purchaser without rebate or re- 
his experience in the automobile industry length (c) Licensed dealers shall pay the following | make are sold within the thirty (30) day period | hand and the reasons why they will become | duction And in the event that any new or 
of time nature of work type of business he fees then the Commission shall fix the maximum | obsolete and set forth fully when the motor used motor vehicle sold is financed the name 
proposes to conduct and in the case of dealers If the gross total sales of new and used | basic price to be allowed for this type of motor] vehicles on hand will be replaced or discon of the finance company the amount of finance 
ov salesmen they shall set forth with whom motor vehicles does not exceed $75,000 annually | vehicle for the ensuing thirty (30) days with tinued and shall state at what price he wishes| charges and the number and amounts of pay 
they have a contract for selling motor vehi les | the annual fee shall be $25.00 |} out arriving at the average selling price to sell them The Commission shall act within | ments to be made and shall set forth the 
The Commission shall be satisfied that these If the gross total sales of new and used | Section 16 Appraisers (a) No appraiser shall | ten (10) days from the receipt of the appli- | amount and specific kind of insurance coverage 
applicants for motor vehicle dealer’s license in | motor vehicles exceeds $75,000 but does not ex appraise a used motor vehicle for an amount | cation § either rejecting or granting the per the premium and name of the insurance com 
so far as it applies to new motor vehicles shall | ceed $250,000 the annual fee shall be $50.00 greater than the basic price established by the| mission requested These new models however! pany and shall state that all these items were 
have a bona fide contract with some motor If the gross total sales of new and used | general orders of the Commission and shall | shall only be considered so if there is a sub- | charged to the purchaser without discrimination 

vehicle manufacturer distributor or agent and motor vehicles exceeds $250,000 but does not make a careful inspection of the’ used miotor| stantial change in the motor vehicle A mere] rebate or reduction 
with some motor vehicle dealer in the case of exceed $500,000 the annual fee shall be $75.00 | vehicle and deduct from the basic price al | change of appointments or incidental equip (d) All licensed dealers and salesmen must 
an applicant for a motor vehicle salesman’s If the gross total sales of new and used | lowed the list price established by the Com ment will not be considered a new model The/|trade in or sell a demonstrator under the 
license motor vehicles exceeds $500,000 but does not| mission for the necessary repairs to make the| mew model to be so considered must be the| same provisions as govern a used motor vehicle 
These licensing provisions are applicable to | exceed $750,000 the annual fee shall be $100.00} used motor vehicle safe and saleable and shall | new and current model and so advertised 
both new and used motor vehicles except as If the gross total sales of new and used motor} also deduct a fair and reasonable amount (c) Rules and regulations governing the sale Speedometers 
otherwise specified in this act The financial re les exceeds $750,000 nut Cose Beh SREREE) Setenney — replacement Or repairs of any sets - a a ae . apply - s (e) All dealers and salesmen must have 
responsibility shall be set forth on the license | $1,000,000 the annual fee shall be $125.06 items not set forth by the orders of the Com- | hicles purchased wy the ederal government or yer Anca i - ca 
sales of new and used | mission by the State government municipal government | the speedometers of all new or used motor ve 


application forms of motor vehicle dealers hicles connected at all times when the motor 
vehicles are in use and shall not turn back 


or in any way falsify the reading on a 





dealer’s licenses for salesman’s licenses or for 





If the gross total 
motor vehicles exceeds $1,000,000 the fee shall Appraisal Certificates or any sub-division thereof 
be $150.00 nid (d) If any licensee shall take in trade any 
Appraisers Section 15 Orders Fixing Prices for Used} ()) The appraiser shall then issue to the} thing other than used motor vehicles which | 

All appraisers and licensees shall be full time | Motor Vehicles and Establishing Standard = Se ee — fs oi ae shall apply on the purchase of another motor “So 2 in ae aides ani Sa 
appraisers or dealers or salesmen no remunera- | Charges Which Shall be Deducted for Various ae a alc ad Pg Getermi o : y the] vehicle the licensee shall set forth what was mA = on Pa ae = J 2 or 
tion of any kind shall be permitted for per | Repairs or Replacement on the Used Motor | ooeeg 0 a 2 x 3 hg adn a a ane | ee in trade the price allowed and what Sarah: dine " aaabakte fe a ars . eames 
sons informing any licensees as to where a| Vehicle (a) The Commission shall within thirty “ee — . a a a itemized and | disposition was made or intended to be made al 2a f Spores o the om 
(30) days from the time it is established de the net price or allowance that may be allowed | of jr mission together with a statement that a cer- 
ltermine -by a survey what the average sales | paid by a licensed dealer or salesman as a (e) If any licensee takes a motor vehicle on | tifieate of junk has been forwarded to the 
price for used motor vehicles was for each | ™4ximum consignment and later sells the consigned ve- | Department of Revenue and shall set forth 
make model body type and year and shall issue (c) The approved appraiser shall charge the} hicle and applies the selling price on another | What junk price he received 
orders that for the ensuing thirty (30) days no| Used motor vehicle owner for appraisal a fee| motor vehicle which he has either sold pre (cg) A licensed motor vehicle dealer shall 
appraiser shall appraise a used motor vehicle | Of One dollar and a half ($1.50) and shall set | yjously or subsequently such consigned motor | daily forward to the Commission a list of all 
an application for a license should be rejected | for @ greater amount and shall deduct from | fort Pam — of appraisal that the] vehicle shall be governed by the law rules pod foe a naval - - the case of 
or whether a license issued should be sus-| that amount the list price necessary for re- | tay Wa. ; ye : a deat ; s | regulations or orders applicable to used motor bang a : » oe Sel oe Commianen 
@ the applicant or # licensee of this law or| make it safe to be om the highways and sale-| |. 4 at the end of each day shall mail Out-of-State Sales | cain ak aed ee te Gaaeir Gok 
any rules regulations or orders of the Com one duplicate to the Commission and shall| (f) If a licensee purchases from out of the | information required by this act or that may 
mission or to determine if for any other reason | retain the other in his office for a period of | Commonwealth used motor vehicles he shall | be required by the Commission 
a license Poe be denied revoked 7 sus sixty (60) days immediately forward to the Commission detailed | Section 19 Payments of Fees into the State 
pended and shall give the applicant or licensee 
five (5) Gays notice that there will be such facturers | of appraisal prepared by the Commission and | singly 
a hearing and set forth in writing the matters shall purchase them from the Commission at| by the Commission the make model and type | (a) All moneys collected or received by the 
complained of the applicant or licensee may ap General Orders the rate of twenty-five cents ($.25) per cer the miles indicated by the speedometer the | Commission arising from license fees penalties 
pear at the hearing and show cause if any he tifleate All certificates are to include the two | condition and what purpose the motor vehicles | or any other source shall be paid by the Com 
has why such license should not be refused These general orders shall be printed in a duplicates |} had been put to previously and what disposi- | mission into the State Treasury through the 
suspended or revoked after such hearing the | form determined by the Commission and mailed Prices tion he proposes to make of such used motor | Department of Revenue and shall by the Stans 
Commission shall file at its office a copy of its|to all certified approved appraisers at least . vehicles | Sieaanrnes be pinced: ik & separate (ae 
order and a statement in writing of the find seven (7) days before they are to be effective Section 17 Prices to be Paid Allowances (a) Section 18 Duties of Licensed Dealers and | known as the ‘‘Motor Vehicle Dealers’ Fund’ 
ings of fact in support of and the reasons for (b) All subsequent orders affecting the prices | A licensed dealer or salesman shall not allow]! Salesmen as to Forms (a) The licensed dealer (b) As much of the money from time to 
said order to be allowed for used motor vehicles and the| more for a used motor vehicle than is set] or salesman upon buying or taking as trade|time in the Motor Vehicle Dealers’ Fund as 
Section 1? Bonds All applicants for licenses | necessary deductions to make the motor ve-| forth as the net value of the used motor] allowance any used motor vehicle shall upon | may be necessary is hereby specifically ap- 
certificates of appraisal shall furnish | hicle safe and saleable are to be established | vehicle on the certificate of appraisal and a] doing so lift the certificate of appraisal issued | propriated to the Motor Vehicle Dealers’ Com 





possible sale can be made 

Section 11 Rejection Revocation or Suspension 
of licenses The Commission before refusing to 
issue or reissue a license or before revoking or 
suspending a license already issued shall hold 
a hearing for the purpose of determining whether 





able These deductions in so far as_ possible 
| shall be set forth by a general order of the 
| Commission which may accept the list price 
flat rate schedule including labor and material | 


published by the various motor vehicle manu (e) The appraisers shall use only certificates | information concerning these motor vehicles | Treasury Motor Vehicle Dealers Fund’ Ap 


setting forth among other things required | propriation Expenses of Commission 





or for 
to the Commonwealth a penal bond in the| in the following manner licensed dealer or salesman shall require the|to the owner of the motor vehicle and shall mission to be used to pay its expenses in- 
sum of five hundred dollars ($500.00) for the 1 In the case of the maximum basic price to| used motor vehicle to be rechecked by an| keep it so long as he has possession of the cluding the following 
purpose of guaranteeing that the licensee or| be allowed for used motor vehicles the Com approved appraiser if the certificate of appraisal | used motor vehicle And shall upon the sale of 1 Salaries of the Commission of its em 
certified appraiser will comply with this law| mission shall take the information sent it by]is more than seven days old The dealer who! used motor vehicles set forth among other ployees and of any deputy attorney general 
and ail rules regulations and orders promul-|the various licensed dealers and salesmen and| buys or takes in trade a used motor vehicle | information that may be required by the Com special deputy attorney general assistant deputy 
gated by the Commission pursuant to the law/ arrive at an average price from this informa may return to the used motor vehicle owner! mission the basic price allowed by the ap |} attorney general or other counsel as may be 
and such bond shall be forfeited if the licensee | tion of the sale of such type model year and| one fee paid by the used motor vehicle owner | praiser the items of repair the maximum net assigned by the Department of Justice to the 
or appraiser shall be determined guilty of any | make of motor vehicle for the thirty (30) days|to an approved appraiser who has issued the | allowance established by the appraiser and | (mmission for the handling of any legal work 
violation Provided however nothing in this sec immediately prior to the determination of the | certificate of appraisal what the licensed dealer or saleman actually | pertaining to its business 
tion shall apply to applicants for a salesman’s| general order and these average prices shall (b) Nor shall any licensed dealer or sales- | allowed for the used motor vehicle and the 
license establish the new allowance or prices which| man allow as a rebate or an inducement to] repairs or replacements that were made and Rentals 

Appeals hall be the maximum allowed by the various | purchase a new motor vehicle any additional | th price received for the motor vehicle when ‘ 

; approved appraisers equipment or accessories or any other thing of | sold by such licensed dealer or salesman and| 2 Rental and 


Appeal If any application for a 2 As to the deductible items necessary to] value Nor shall he sell the new motor vehicle | shall then forward to the Commission the | ®4rage space and other accommodations outside 
of the Capitol Buildings either in or outside 


the Commission 


other expenses for offices rooms 


Section 15 
license or a certificate of appraiser is rejected | make the motor vehicle safe and saleable the | for less than the manufacturer’s advertised price | appraisal certificate 


by the Commission or if any licensee or cet Commission shall revise the schedule from time] plus transportation Except he may sell to mem (b) And shall set forth in’ the case of the | of the capitol city oceupied by 


by | to time as new motor vehicle list price flat | bers of his immediate family or to a member! sale of a used motor vehicle the itemized list >} Premiums for workmen's compensation in 


tificate of appraiser is revoked or suspended 
actually | SUrance covering the officers and employees of 


the Commission the applicant or licensee or| rate schedules for this type of work are estab of his organization when for the personal use| prices of repairs and replacements 
ase may be may appeal within | lished and shall within a reasonable time issue | of such buyer but he shall immediately notify | made by dealer at list price basis the cash 
; t 


the Commission that he has done so and setting | received and if sold on time basis or credit i Pren surety bonds for such of- 
fleer ’ ! Ves y the (‘commission as may 


be 1 ‘ 5 0 furnish such bonds 
rating ¢ ‘ f motor ve 


appraiser as the cz 2 
twenty (20) days to the Common Pleas Court | a new order 
of the County in which he has his principal t These prices shall apply only to motor! forth the name addre and the relationship | basis the number of payments and the amount 
place of business and the case shall be h vehicle manufactured within eight (8) years | between himself and tl buyer and describing | to be made and if a motor vehicle is taken 
de novo All motor vehicles that are more than eight! th including th make model body n trade to set forth the information concernin 

‘ } icles ! ! t n for full-time 


Section "ees ‘ 1 ‘ t hall have @ maximur value of vi une erial number Except that | that motor vehicle the ame 4@ provided 


Appraiser it i 0 mr) Hie ase ol ca ! vw new moto el th wt wher a usel cle ji take i + t i 2 lit insurance 


bsolete <¢ it} in trade for a new members 


Im the Ist ting them 


tment of 
utomo 


by the 


16 STATES FOR JUNE, 1937-1936 cera 


t oday bein I 


( lete ila ear ‘ “ l i 


NON-AFFILIATED GROUP 


HUDSON GROUP AUBURN GROUP 


Fund a ay be 
18, Col. 5) 


STATES Vehicle Deale 


Continued o7 Page 


TOTALS 


a el ecient iia a tai i a eal 
Connecticut 37] 133 2] 91 146 309 5979 


ae a ‘B6] 158) sf 7s 12% 204 7 ‘ 7189 N RA 
Delaware 371 21 8 31) . 2 ~ 1096 ICKELG M 


, _ 36] 19 26 a 5 28 957 
Illinois 371 +500; 102 ~~ 822. ; 24990 
a ace . 36] 651 ry ‘ : a e LGS } ‘ ' 25652 | 102A 
Louisiana at * : 49 2 3129/ The pickling process which 
a a A , 35 : 3851 | frees metal surfaces of scale and 
Minnesota '37| 175 19 112 7695 | oxide resulting from previous 
36] 206 38 5! 7: 7 9282 heating operations, requires 


Missouri _ Ser to 21 _ ; , 185 4 cv 7746 | equipment that is capable of 
36] 120 32 f 97 8309 | withstanding the damaging ef- 


New Mexico "371 14) 14 ; 610 | fect of corrosive acids. Since 
36] 20 5 567 











much of the process is continu- 
So aa aoa ; > ous, for mass production, con- 
North Carolina at = . 21 ao veyor chains for transporting 
a — ar ————— — —_—— , ~~~ |the work must be capable of 
North Dakota 37] 23 1 7 12 1261 trouble-free operation under 
= 2 36] 34 . a 19 1644) these trying conditions. After 
Rhode Island "37 | 51 55 89 100 2293 | years of operation, it has been 

"36 | 63 57 39 2573|found that the most durable 
] r ~ 2671 | chains for this purpose are made 
2337 | of links of drop-forged Monel, 
1574|an_ alloy containing approxi- 
1887 | mately two-thirds Nickel and 








South Carolina 37 | 79 20 75 27 54 1 
3G] 78 f 7 30 26 9 I 





| 
3 | 
South Dakota <i 24 34 17 28 15 I 
"36 68 2: 16 A5 3] ; : 

; ; = —— |one-third copper. The _ chief 

Utah =i = r| = = = ! 1797 virtues of Monel are its depend- 
i a ee a : ; : : : u 1844 | ability and freedom from break- 
West Virginia "371 =—-132 86 169 104 5242 | down, great strength, and an un- 
“B36 135 28 j i ae 66 1)___100 13 5790 usual resistance to the 
! 8202 THE corrosive effect of acid. 

i 
I 


Wisconsin oe "371 +166) 37 afk 32) +646 +«142)_ 126 88} 1 
"86, 272 56 7 391 154 230 18 11177 


District of Columbia a 55 10 s 168 70 | 330 INTERNATI ONAL 
"36 61 22 ; 2% 84 67 2 3 1014 
7 2255 2352) +~=1| +1544) 1103) 12) —go306 | NICKEL COMPANY 


Total, 16 States cd PB. 296 | 
for June *B6 2073 437; 2510 40 29| j | 1393] 1399 13} 18038 92 138 91359 | 
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Street See-saws in Viewing Automotive Trends 


Indecision Shown 


In Motor Trading; | 
Outlook Average 


By C. J. ALEXANDER 
NEW YORK.—Here is the out- 


look for the automotive industry | 


as viewed by four important sta- 
tistical and investment advisory 
institutions: 

Summer decline of no more 

than seasonal proportions and 
recovery in the fall of at least nor- 
mal volume. This indicates side- 
wise trend for industry, rather 
than either upward or downward, 
after allowance for 
changes. 
2 The prospect is that a smaller 

proportion of the national in- 
come will be available for the pur- 
chase of automobiles this year 
than last in view of the rise in 
the price level of goods more 
necessary than automobiles. The 
estimated normal demand _indi- 
cates an average monthly output 
of only 252,000 cars during the 
last seven months, or less than 
half the output in April, the 1937 
peak. 

Outlook for automotive in- 

dustry is average, according 
to a service which segregates in- 
dustries into three groups: Out- 
look above average; outlook aver- 
age, and outlook below average. 
A. Vague. Final half year will de- 

pend on general business and 
the price policy to be followed by 
the industry. 

It will be noted that there is 
some difference of opinion and al- 
so some tendency to evade the is- 
sue. This indecision is reflected 
also in the action of automotive 
stocks. The price movement has 
been making a see-saw pattern, 
although quotations still are well 
above the lows of last month. 

Earnings reports for the second 
quarter beginning to make their 
appearance and they are not bad. 
And in the absence of official re- 
ports estimates in well informed 
quarters indicate favorable _ re- 
sults for the industry as a whole. 

Among the first to report was 
Libbey-Owens-Ford and this com- 
pany showed a substantial im- 
provement in net income over not 
only the preceding quarter but 
over the like period of 1936. Esti- 
mates indicate that Eaton Mfg. 
had record earnings in the second 
quarter and Houdaille-Hershey is 
believed to have approximated the 
results of a year ago. 

After the sharp rise in automo- 
tive stocks a week ago, there oc- 


Nash °37 Exports 
Lead °36 by 51% 


KENOSHA, Wis.—Export ship- 
ments of Nash automobiles for 
the first six months of 1937 were 
51 per cent ahead of those of the 
first half of 1936, it has 
announced by Harold M. Salis- 
bury, export sales manager of 
the Nash _ division of Nash- 
Kelvinator Corp. 

This gain, he said, was regis- 
tered despite the fact that po- 
litical upheavals, war conditions 
and general unrest abroad have 
operated against normal selling 
activity in the number of Nash’s 
good foreign markets. 

July foreign orders on hand 
indicate that at the end of this 
month, export shipments for the 
year to date, or the first seven 
months, will exceed by a substan- 
tial margin those of the entire 
year 1936. 





GE Orders Double 

SCHENECTADY.—Orders _ re- 
ceived by General Electric Co. dur- 
ing the first six months this year 
amounted to $217,265,619, an _ in- 
crease of 59 per cent over the $136,- 
968,597 received during the same 
period last year, Gerard Swope, 
president, has announced. The rec- 
ord first half year was in 1929 when 
orders received amounted to $220,- 
716,456. 


seasonal | 


been | 





> 


curred not a little profit taking. 
Prices leveled off somewhat and 


about 40 per cent of the gain in 
the preceding week. 

The ADN stock price averages 
as of Wednesday, July 14, com- 
pared as follows with the preced- 
ing week and a year ago: 

Last This 

Week wa k Change 
24 Motors .-41.12 39.79 1.33 
10 Car-truck Co.s ...42.01 40.58 1.48 
10 Parts-access. ....38.34 537.80 0.54 
4 Tire-rubbers ..42.66 41.86 
| The present price average for 
;the 24 stocks compares with 37.72 
jon June 16, the low for the year 
to date. 

Libbey-Owens-Ford declared a 
quarterly dividend of $1.50 on its 
capital stock, payable Sept. 15 to 
stockholders of record Aug. 31. 

General Tire & Rubber Co. has 
cleared away all arrearages on its 
cumulative 6 per cent preferred 
stock with the declaration of a 
dividend of $7.50, payable July 31 
to stockholders of record July 20. 
The last previous payment was 
$1.50 made on June 30, last. 


Year 


0.80 95.95 


General Tire Will Pay 
Accumulated Dividends 


AKRON.—Directors of the 
General Tire and Rubber Co. 
have authorized payment to its 
stockholders of all accumulated 
dividends on its preferred stock, 
amounting to $7.50 a share, W. 
O’Neil, president, has announced. 
Payment will be made in ad- 
vance of the date of the regular 
preferred dividend payment, pay- 
ment to be made on July 31 to 
stockholders of record as of July 
20. There are 27,075 shares of 
preferred stock outstanding. 

General Tire preferred divi- 
dends have been paid regularly 
since Sept. 30, 1933. The unpaid 
dividends were accumulated dur- 
ing the period from June 30, 1932 
to Sept. 30, 1933, inclusive, total- 
ling $9 a share, but one payment 
of $1.50 a share was made sub- 
sequently on the accumulated 
preferred stock. 





Employment in automobile plants 
rose in 1936 to 103 per cent of the 
1929 level, while production in- 
creased only to 83 per cent of 1929. 


up to Wednesday’s close had lost| 








NEW YORK, July 


was three points above 





Business Bre ps Only 


Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


16 (3:00 P.M.).—Automotive stocks, 
the average, were lower today in light trading. An out- 
standing performer, however, was Motor Products, which 
yesterday near today’s close. 
Motor shares as a whole continue to be less active than 
usual when compared to the rest of the market. 


in 





1% 


In June, Despite Strikes 


DETROIT. — Resisting success- 
fully the pressure of strikes in in- 
dustrial areas, business activity 
showed only 1 per cent decline in 
June, bringing the index of 
national business to 4 per cent 
below normal at the close of the 
month, according to the monthly 
survey of 147 trading areas con- 
ducted by Brooke, Smith & 
French, Inc. 

The 4 per cent below normal 
mark arrived at during June com- 
pares with 3 per cent below nor- 
mal during May and 14 per cent 
below normal during June, last 
year. 

“The national business picture 
shows continued strength,” the 
survey states. “Trading centers in 
oil producing regions made note- 
worthy gains over May, as did 
also the lumber areas of the 
south and west.” 

Of the 147 trading areas, the re- 
port states that 66 registered gains 
and 63 losses. In 18 areas business 
conditions remained at the same 
level as in May. Of the 66 which 
showed. better conditions, 16 
gained 4 per cent or more over 
the previous month. There are 
now 56 areas where conditions are 
either normal or above normal. 


The greatest June gains, with 
indexes improving 4 per cent or 


more over March, were registered 
in the following areas: 


Abilene, Altoona, Colorado 
Springs, Dallas, Erie, Little Rock, 
Montgomery, Nashville, Portland, 
Ore., Sioux Falls, Tacoma, Toledo, 
Washington, D. C., Wheeling, 
Wichita, and Wichita Falls. 

The following areas were at 
normal or above in June: 

Abilene, Albuquerque, Atlanta, 
Austin, Bakersfield, Baltimore, 
Bangor, Beaumont, Billings, Boise, 
Charleston, W. Va., Charlotte, 
Cheyenne, Colorado Springs, Co- 
lumbia, S. C., Columbus, O., Dallas, 
Denver, Detroit, Erie, Fort Worth, 
Fresno, Grand Junction, Green 
Bay, Greenville, S. C., Harrisburg, 
Houston, Huntington, Indian- 
apolis, Jacksonville, Little Rock, 
Louisville, Manchester, N. H., 
Miami, Milwaukee, Mobile, Mont- 
gomery, Oklahoma City, Peoria, 
Phoenix, Portland, Ore., Reno, 
Richmond, Salt Lake City, Seattle, 
Shreveport, Spokane, Springfield, 
Mo., St. Paul, Tacoma, Terre 
Haute, Tulsa, Washington, D. C., 
Wilmington, Winston-Salem and 
Yakima. 


of 
the 


gallons 
in 


Over 18,000,000,000 
gasoline were consumed 
United States in 1936. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JULY 16, 1937 


NEW YORK 


Allis Chalmers Mfg 
American C, & F 
American Chain 
Auburn Auto 

Bendix Aviation 
Beth. Steel 

Bohn A. & B 
Borg-Warner 

Briggs Mfg. 

Budd. Mfg. Co., E. 
Budd Wheel Co 
Chic. Yellow Cab (1)... 
Chrysler 

Clark Equip. 
Cleveland Gr. 
Collins & Aikman 
Com. Credit 
Commercial Inv. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 





Gabriel Co. 
General Elec. 
General Motors 
Glidden 

Goodrich, B. F 
Goodyear T. & R 
Graham-Paige 

Hayes Body Corp 
Houdaille-Hershey B 
Houdaille-Hershey A 
Hudson Motor 
Hupp Motor 

Inter. Harvester 
Johns- Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B 
Lee Rubber & Tire 


1937 
Low 


29144 
403s 
391/p 
341, 
27% Motor 
174, Motor 
10's 
1612 
25 


Last Sale | 
July 16 July 9 | High 


66/4 | 415% 
62', 
513% 
481, 
381, 
26 
2034 
24% 
4475 
4| 12% 
37/4 
9, 
47, 
21, 
9, 
41/4 
21 
20 
13% 
287, 
287% 
79 
43% 
72¥%% 
167% 
33% 
374g 
46% 


‘ip Mack 
31 
16/4 | 
20% 
907s 
424 
44, 
42 | 
9g! 


Nash 
Pacific 


Reo 


Spicer 


U. §. 
U. S. 


White 


4¥%, 
30 
47 
27% 
46's, 
35 

3% 
154 


Pines 


Bower 


29/2 


Motor 
Parker 





Ludlum Steel 


Marlin Rockwell 
Midland Steel 


Murray Corp. 


Packard 
Raybestos 
Motor 
Republic Steel Corp. ........... 
Socony 
Sparks- Withington 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 


Last Sale 
July 16 July 9 
34/2 
454 


NEW YORK 


Trucks (1) 
391/, 
3014 
20% 
12% 
18), 
28/5 
9 
32 
68 


Products 
Wheel 


Kelv. 
Mills 


Manhattan 
207s 


6) 
27 


Vac. 


Mfg. 


Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson Products 
Timken-Det. 
Timken Roller Bear. 


8, 
Axle 


Industrial Alcohol 
Rubber 


West’house E. & M. 


Motors 


Yellow Truck 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 

Perfect Circle 


Winterfront 


Woodall Industries 


DETROIT 
Roller Bearing 


Federal Mogul 
EE A a 
Hoover Ball Bearings 


Wheel 
Rust Proof 


Timken-Detroit 








ICC Announces 
Motor Carriers’ 
Rate Regulations 


WASHINGTON. Regulations 
governing the form, publication 
and inspection of contract motor 
earriers’ schedules of minimum 
rates, effective July 15, were is- 
sued here this week by the in- 
terstate commerce commission. 

Pertinent points are: 

Effective copies of contracts 

or memoranda of oral con- 
tracts or schedules previously 
filed by carriers shall, within 120 
days of July 15, be cancelled by 
minimum rate schedules’ con- 
forming to the supplement re- 
quirements. 

Schedules must be filed in the 

name of the individual con- 
tract carrier performing’ the 
transportation. They may not be 
filed in the name of an agent, 
nor may contract carriers partic- 
ipate in rates named in any 
schedule filed by another carrier. 

Schedules must contain all 

minimum rates and charges, 
rules and other provisions ap- 
plicable to the services covered. 
A. Three copies of each schedule, 

supplement or revised page of 
a schedule must be filed with the 
ICC. 

Copies of schedules must be 

kept open for public inspec- 
tion at the contract carriers’ 


principal places of business. 


Complete Text 
New Pa. Dealer 


Licensing Law 


(Continued from Page 17) 
necessary is hereby appropriated to the Board 
of Finance and Revenue for the payment of 
approved claims for refund made to the Board 
of Finance and Revenue for moneys heretofore 
or hereafter paid into the Motor Vehicles Deal- 
ers’ Fund to which the Commonwealth is not 
rightfully entitled 

(d) Estimates of the amounts to be expended 
under this act by the Motor Vehicle Dealers’ 
Commission either itself or through the De- 
partment of Property and Supplies as agent or 
by the Board of Finance and Revenue in the 
payment of claims for refund shall be sub- 
mitted to the Governor from time to time for 
his approval or disapproval as in the case of 
other appropriations made to administrative 
departments boards and commissions and it 
shall be unlawful for the Auditor General to 
honor any requisition for the expenditure of 
any moneys out of this appropriation by the 
Motor Vehicle Dealers’ Commission or by the 
Department of Property and Supplies its 
agent or by the Board of Finance and Revenue 
in excess of the estimates approved by the 
Governor Subject to this provision the Auditor 
General shall from time to time draw warrants 
upon the State Treasury for the amounts speci- 
fied in such requisitions not exceeding however 
the amount in the Motor Vehicle Dealers’ Fund 
at the time of the making of any such 
requisition 


as 


Section 20 Legislative Intent It is hereby 
declared to be the legislative intent that this 
law shall apply to all persons in the used and 
new motor vehicle sales industry both but shall 
not be deemed to apply in the case of an 
individual who is not engaged in the business 
of selling and purchasing motor vehicles from 
selling to another individual not in the motor 
vehicle business his own personal motor vehicle 
any price agreed upon 
Section 21 Constitutional Construction It is 
hereby declared to be the legislative intent that 
if this act cannot take effect in its entirety 
because of the decision of any court holding 
unconstitutional any part hereof the remaining 
provisions of the act shall be given full force 
and effect as completely as if the part held 
unconstitutional had not been included herein 
Provided however that if any part or parts of 
this act relating to fixing the value for used 
motor vehicles or the amount to be allowed 
by motor vehicle dealers for used motor vehicles 
is held unconstitutional then the remainder of 
the act shall be given no effect 

Section 22 Saving Clause No provisions of 
this act shall apply or be construed to apply 
to foreign or interstate commerce except in so 
far as the same may be effective in accordance 
with the Conustitution of the United States and 
the laws of the United States enacted pursuant 
hereto 

Section 23 The expenses for administering this 
act shall be paid entirely from the various fees 
collected by the Commission 

Section 24 This act shall 
mediately upon its approval by 
and shall expire mid-night May 
thousand nine hundred thirty-nine 


at 


take effect im- 
the Governor 
thirty one 


Bulletin Published 


LANCASTER, Pa.—Ford V-8 and 
Lincoln-Zephyr valve servicing is 
the subject of the new Service Bulle- 
tin published by the K-D Mfg. Co. 
The book describes and illustrates 
the complete procedure and is said 
to be an accurate guide in all valve 





| / 
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(Continued 


thinking about in the way of 


automobile bodies. 


INFLUENCE of the airplane is 
obvious in most of the designs. 
Door hinges, in a number of cases, 
are the concealed type, or are 
faired into the body. Headlamps 
of the disappearing type also are 
found. One youth constructed his | 
model with one lamp extended | 
and the other concealed in the 
side of the hood to show exactly 
what he had in mind. 


Running boards soon may be} 
expected to disappear, if the 
miniature cars may be taken as | 
a criterion of the desire of the | 
motoring public. Bumpers, like- | 
wise, may be joined to the body, 
with no space intervening. 

That safety is being considered 
seriously by the embryo designers 
is apparent. Lack of adequate 
vision at the rear, a common 
fault of many tear-drop designs, 
has been solved by some of the | 
’teen age youngsters entered in 
the Guild competition through the | 
construction of reversed peri- 
scopes. 


* 


* * 


THE HIGHLY polished sur- | 
faces of many of the models 
would lead one to believe that 
metal had been employed in their 
construction, but wood and plas- 
ter of Paris form the chief types 
of material used. There are, in 
addition, a few cars constructed 
of paper. 

Thread has been used in nu- 
merous instances to form the 
decorative scheme of louvers and 
radiator grilles, while small elec- 
tric light bulbs, Rhinestones, 
polished thumb tacks, metal balls, 
such as are used on the bottom 
of chair legs, even buttons, serve 
as headlamps. Windows are made 
of black celluloid mirrors, pol- 
ished metal and cellophane. 

Many of the little models have 
radio aerials on the roof, and 
single head lights mounted atop 
the cars are common. 

* *K cy 


READING the broad tape to- 
day (Friday), I note that the | 
Cadillac division of GM reports | 
that an all-time | 
model volume | 
record has been | 
set up as of this 
week, the fac- 
tory having) 


from 


| tively 
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Chris 


By Sinsabaugh 


8) 
manufacturing schedule has been | 
intermittently revised upward and 
now stands 15 per cent above the 


production first anticipated for | 
the year. 


Page 


THEY SAY of Dreystadt that | 
he is the best “test driver” on the 
Cadillac payroll. He has a sum- 
mer residence at Green Lake, 30} 
miles from Detroit. And each | 
evening, instead of leaving wor- | 
ries of the road to a chauffeur 


| which he insists he does not need | 


he takes a new car off the final | 


| assembly line and drives it home. 


The factory personnel never | 
knows what car he’ll pick. His | 
selection may be one of the rela- | 
low-cost LaSalles or a} 
luxurious 12-cylinder limousine. | 
No matter what model, however, 
it must be in perfect condition. 
He expects it to be scrupulously 





shipped its 40,- | 
966th car of the} 
1937 series,| 
counting, of| 
course, LaSalle. 
hee es I have to men-| 
ee tion LaSalle for 
N. Dreystadt this 40,966th de- 
livery was a LaSalle’ sedan. 

Looking around for some one to | 
whom I can hand an encomium 
for this record-breaking feat, 
I have selected none other than | 
Nicholas Dreystadt, general man- 
ager of the unit and a manufac- 
turer rather than an office ex- 
ecutive. Knowing him as I do, I 
cannot he!p but feel that it is the 
Dreystadt driving power that is 
responsible. As I said before, he 
is a manufacturer at heart, but 
he also evinces a keen interest | 
in sales problems and other mat- | 
ters pertaining to the operation | 
of a big automobile plant, al-| 
though the job closest his heart | 
is the shop. Through three years | 
of general managership over this 
proudest of General Motors | 
names, he revamped facilities and | 
equipment. Not until last fall 
did he arrive at his goal of re- 
duced overhead. One floor of the | 
immense Cadillac factory now | 
produces more units than four | 
floors did previously. 


The benefits of Dreystadt’s pro- 
gram are typified by these facts 
I culled in a recent conversation: 

1—Retail sales by the end of 
April passed the record for all of | 
last year’s models. 

2—Shipments by mid - July 
reached the total for the highest 
year’s volume in the company’s 
35-year history. 

38—The original 





1937 model 


<6 ’M a business man and I know 


stainless steel. 


“I know that stainless trimming 
is the only bright metal trimming 
which can permanently maintain its 
silvery surface. Which will never pit. 
Never tarnish. 
need a lot of elbow grease to polish 


Never peel. 


out these rust spots. I 


stainless steel will keep my new car 
looking new and help me get more 


| product 


|} in 


| this 


clean. He expects it to respond 
immediately and effortlessly to 
the dictates of the driver. 

This unflagging interest in the 
characterizes the Cad- 


illac general manager who has 


| instilled fresh life into the high- 


priced car bracket and whose La- 
Salle leads all other makes in 
sales increases over last year. 
SINCE LAST WEEK’S column, 
which I raked the embers of 
yesterday, I have received from 
the sponsor of the reminiscent 
section, Roy Davey, of United 
American Bosch, the following, 
which speaks for itself: 

“Your column of the 10th in 
hot spell is a cool retreat 
back in the old Pontchartrain bar 

how some of those shades must 
stomp around at night in front 
of that bank building! 

“You mention Harry Ford, and 
I wonder if this item remains in 
your memory? When Harry over- 
expanded with Saxon, he _ re- 
invested practically everything he 
had to keep it going. One of the 
acts in Saxon was to insure Harry 





Ford’s life for $500,000. 
Clarence Pfeffer took over the 
reins, Ford was out. It was sug- 
gested to him (Ford) by the in- 
surance company that he take 
over the policy in which Saxon 
no longer had interest enough to 
keep up. Ford lost the 
with-all to carry on the policy. 
He went into the army, as you 
know, and it was only a matter 
of weeks when he died of pneu- 
monia in Florida. 
a paid-up insurance value and at 
he time of his death, since Ford 
had never transferred 


Saxon Co. and became part of 
the assets. You can verify this 
with the Detroit agents, Utter & 
Thompson, of the New England 
Mutual Insurance Co. 


“IT enjoyed the column im- 
mensely and it certainly demon- 
strates the storehouse your mem- 
ory has. Yesterday’s water doesn’t 
turn today’s mill, but the charm 
of it still clings to the old mill- 


wheel.” 


ak 4 ot 


ALTHOUGH the Vanderbilt 


“That's why I want 
STAINLESS STEEL 


trimming on my next car!” 


Never 


know that 


money when the time comes to trade 


it in. 


“T play golf with brilliant stainless 
My son wears a wrist- 


golf clubs. 


tentionally 
available. 


watch of stainless steel that is tarnish- 
proof and water-proof. My wife says 
her new stainless tableware is always 
inviting because it’s never tarnished 
when guests drop in unexpectedly. 
“As soon as the new 
come out, I’m going to get a new car. 
And what with performance and 
styles so evenly matched, the car 
with the most stainless steel trim- 
ming will be half sold before I see it!” 


American 
turers are ki 
the outstand 


1938 models 
of even finer 


oe 


Give the car 


When | 


where- | 


it to him-| 
self, the half million went to the | 


their product... 
sense of salesmanship. 


19 


cup race is rapidly becoming his- 
tory, still one hears the reper- 
cussions. For instance, Houde 
| brags—and you can’t blame the 
company, that 11 of the Ameri- 
can cars in the race were Houde- 
equipped and that both Wild Bill 
|Cummings and Russell Snow- 
berger testify that the equipment 
made their cars much easier to 
handle. 


The policy had | 


June Truck Sales Up 
660% at Studebaker 
WALKERVILLE, Ont., July 7. 
Sales of Studebaker trucks for 
June were 6€0 per cent above 
June, 1936, and exceeded all but 
three other months in the entire 
history of the company, accord- 
ing to M. S. Brooks, general man- 
ager of the Studebaker Corp. of 
Canada, Ltd. 
A consolidation of total factory 
sales for the first six months of 
1937 shows a 38 per cent increase 


over the corresponding period of 
1936. 





automobile manufac- 
10wn the world over for 
ing value and quality of 
and for their keen 


One of the most visible evidences 


quality—one of the most 


easily understood selling features — 
you can giv 


e your 1938 models is 


buyer more stainless steel! 


COST? With few exceptions the trimming on your 1938 models will cost no more if in- 
designed for execution in one of the many forms of USS Stainless Steel now 
In many cases it will cost even less than plated or combination parts. 


U-S-S STAINLESS STEEL 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago, and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 


Ws5 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


NATIONAL 


TUBE COMPANY, 


* United States Steel Products Company, New 


Pittsburgh 


York, Export Distributors 


UNELCED: STATES : STEEL 





“rT ndustry 1S 


mind usin g Nature 


to make human 
life more free. ” 


—HENRY FORD 


OVERHEAD 
AT THE ROUGE 


TO THOUSANDS of visitors at the Ford plant in Dearborn, 
the 132 miles of overhead conveyor system is a matter for com- 
ment and question —a symbol of Ford production technique. 

Even the casual observer sees that the back-break and strain 
of old-time industrial work have been transferred from tiring 
muscle to tireless metal. Application of the conveyor system 
has been carried a long way in Ford plants. It is one of 
many labor-serving devices developed there. Each of them 
multiplies the men’s usefulness many times—and multiplies, 
too, the demand for the product they make. 

It is reasonable to think of the whole Ford plant— with 
7,250,000 square feet of floor space—as one gigantic con- 
veyor system. Iron ore becomes finished product moving 
uninterruptedly from ore boat to blast furnace, foundry, open 
hearth, rolling mill and on into automobiles. 

In ordinary metal handling, costs mount as iron or steel are 
reheated after they have cooled. At the Ford Rouge plant, 
metal handling is so swift and efficient that a minimum of heat 
is lost. From the time it runs out of blast furnaces, metal is 
kept hot, nursed and carried toward the next process without 
pause or delay. 

It costs a lot to keep great stores of parts and materials on 
hand. So Ford keeps them at the smallest practical level. Raw 
materials arrive as needed. Production of parts and cars follows 
current needs closely. Ford plants are manufacturing —not 
storage — plants. 

From Dearborn, parts and assemblies go to Ford branc 


apes 


plants without delay. Their journey is charted to the hour am 


the minute. They are billed to arrive not just “next week,” bu: 


o 
—ae 


“Tuesday morning at 8:53,” no later. At the branches, the con 
veyor system carries on. Time and money still are conserved. 

Reasonably enough, at the receiving end of this great Forc 
conveyor system is the Ford V-8 owner. To him go the bene 
fits of production skill and economy —the quality car in the 


low-price field. : 


FORD MOTOR 
COMPAN Y 





